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Er On Maintaining Quality 


ie bureay 


a In Life Insurance! 


+s Cora A basically sound plan for stimulating and training agents 


lectric Cg) ° ° aye ° ° 
Shawm is essential to the writing of “quality business.” 


onal Bari 


shin “Whoop-’em up” contests and “ballyhoo” campaigns will 
tz-Carlg not produce satisfying results. 
‘ Associas 


A The Jefferson Standard’s campaign now being conducted 
it Baia in honor of President Price’s birthday is not only stimulat- 


c ing—it very forcefully presents a lesson in salesmanship. 


"300 While November finds Jefferson Standard sales activity at a 
ral or? high peak, the program of the Agency Department is de- 
— signed to stimulate and train at all times, insuring a steady 


E leading flow of “quality business.” 


the com 


“genet Jefferson Standard representatives have these very important 
advantages: 
1—Training Course 
2—Direct Mail Service 
3—Merchandising Ideas 
4— Personal Supervision 
5—Enthusiastic Official Action 
6—Active Conservation Assistance 





A. R. Perkins, Agency Manager 
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Estate Shrinkage 


Now as always, since incep- 
tion, Continental Assurance 
is continuing its study of the 
insurance needs of tomorrow. 
For that reason, this strong 
Chicago company is able to 
offer a full range of Life 
insurance service ...to meet 
any specific problems of estate 
protection. With home offices 
in Chicago, the experience of 
competent management is 
always available for counsel 
on life insurance for the in- 


dividual needs of your clients. 








ASSURANCE COMPANY 


CHICAGO, ILLINOIS 
Affiliated with 
CONTINENTAL CASUALTY COMPANY 


THE LINCOLN NATIONAL LIFE 
PROVIDES ITS FIELD MEN WITH: 


The Adaptable 


Endowment 


Designed especially for young men, the adapt- 
able endowment enables the young man to buy 
dollars today for future delivery, to himself or his 


family. With this plan, he is able to fit his savings 













THE NATIONAL UNDERWRITER Life Insurance Edition. 
pany. Office of publication, 175 W. Jackson Blvd., Chicago, Ill. 
$3.00 per year, 15 cents per copy. 
under act of March 3, 1879. 


Fortieth year. No. 45. 


and protection program to changing conditions as 
they arise over the years. He tailors his insurance 


to actual needs. 


This plan helps solve the problem of “selling 


young men” for the LNL representative. 


THE LINCOLN NATIONAL 
LIFE INSURANCE 
COMPANY 


FORT WAYNE, INDIANA 


Maintains 81 Branch Offices 
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insurance Awaits 
Word on Security 


gents’ Status Under Federal Act 
Depends on Relationship 
with Companies 


1? CREATE PRECEDENTS 


Method of Payment, Degree of Super- 
vision of Local Men Will De- 
termine Standing 


WASHINGTON, Nov. 5.—Officials 
of the internal revenue bureau may de- 
tide not to make any general ruling on 
the status of insurance agents under the 
social security act but to decide each 
case on its merits as presented, it was 
learned in Washington this week. 

No general ruling has been issued, it 
was said, and none is contemplated at 
this time, it being explained that so 
many types of relationship exist be- 
tween agents and their employers as to 
make a broad interpretation of the act 
inadvisable. 

It was pointed out that by issuing spe- 
cific decisions on individual cases, as 
presented, the bureau in time would 
build up a set of precedents which 
would cover every type of relationship. 


Varied Status of Agents 


Officials explained that while it would 
be easy to rule on agents who are paid 
ona straight salary basis, or a straight 
commission basis or a combination of 
salary and commission by an employer 
to whose interests they devote their en- 
tire working time and who has author- 
ity over them, or on agents who have 
commissions from one or more compa- 
lies to write insurance for them but 
over whom the companies have no con- 
ttol whatever, there are many agents 
who come between the so-called salaried 
man and the independent agent. 

These “twilight zone” cases, it was 
said, must be determined on the basis 
of the facts presented in each separate 
case, 

The attitude of the bureau, in gen- 
eral, in deciding whether a certain type 
of employe comes under the social se- 
curity act is that his status depends 
largely upon the manner in which he is 
paid and the measure control over his 
time and activities exercised by the 
employer. 

Rulings on cases of this nature are 
now being issued by the bureau, a re- 
cent decision holding that if a hotel 
Company hires an orchestra and a leader 
and pays them weekly or monthly sala- 
nes, they are employes, but if the com- 
Pany contracted with some person to 
Provide an orchestra at so much per 
month for the whole group, the con- 
tractor to have the sole right to em- 
Ploy, direct and discharge the players, 
they are not employes. 

In this decision, the bureau recognized 
the “independent contractor” which is 













More Government Activity 
Will Be Seen in Insurance 





EFFECT OF DEMOCRATIC WAVE 





New Impetus Is Likely to Be Given to 
Departmental and Legislative 
Measures 





By LEVERING CARTWRIGHT 


NEW YORK, Nov. 5.—One thing 
that the Democratic sweep portends is 
more government. Insurance men can 
expect government to touch their busi- 
ness at more points. The Democrats 
traditionally are believers in the efficacy 
and desirability of political action and 
the new deal Democrats are committed 
to that theory to an unprecedented de- 
gree. 

So far as insurance is concerned, new 
impetus is likely to be given to legisla- 
tive and departmental measures that 
have heretofore had little chance to crys- 
tallize. Most of the Democratic insur- 
ance comnuissioners doubtless will be re- 
turned to office. A good number of 
these officials are men of positive if not 
crusading temperament and the situation 
is now favorable for the propagation of 
their ideas for changes in supervision of 
insurance. 


Must Be Reasonable Cooperation 


Insurance people can no longer expect 
to prevent the putting into effect of 
measures heretofore regarded as radical 
merely by reciting the old arguments 
and employing the old technique of re- 
sistance. There must be a reexamina- 
tion of these various “reforms” and 
changes to determine whether the busi- 
ness can live under them and if they do 
not threaten the vitals there must be co- 
operation with the reformers with the 
idea of putting into effect the most ac- 
ceptable measures and rulings under the 
circumstances. If insurance blindly re- 
sists, it seems likely that it will lose 
every step of the way. 

Except where for internal reasons 
one Democratic appointee for insurance 
commissioner may give way to another, 
the complexion of the National Associ- 
ation of Insurance Commissioners will 
not show much change as a result of the 
election. 


Little Feeling of Animosity 


Although there may be a great tend- 
ency to supervision of insurance in more 
particulars, there is little feeling of ani- 
mosity towards the business and there 
seems to be little reason to fear that any 
attempt will be made to smear the busi- 
ness. Most of the talk of Congressional 
investigation of insurance has been from 
the mouths of insurance people them- 
selves. From time to time the rumor 
has been spread that an investigation of 
industrial life insurance is in the offing, 
but such a move has lacked authoritative 
backing. 








the status claimed by many insurance 
agents. The bureau, however, believes 
that many agents who claim to be inde- 
pendent are not actually so with respect 
to all their company connections, which 
explains its unwillingness to issue a gen- 
eral ruling making arbitrary classifica- 
tions. 





Modifications of Social 
Security Act Are Expected 





SEE LOWER RESERVE FUND 





Changes by Coming Session of Con- 
gress Will Advance Date of 
First Benefits 





NEW YORK, Nov. 5.—The victory 
of the Democratic party in the national 
election will result in modifications of 
the present Social Security plan which 
calls for the building of a huge reserve 
of some 47 billion dollars, according to 
those who have been closely following 
the subject of social legislation. These 
modifications will presumably be made 
at the coming session of Congress. 

Students of the social security prob- 
lem who are in sympathy with the 
Democratic party’s plans but who do 
not swallow them whole believe that 
the reserve provision under the present 
plan is much too high in view of the 
government’s taxing power. While the 
legal reserve principle is necessary for a 
life company, which of course has no 
power to bring in new members or to 
force them to pay premiums, the gov- 
ernment is in the same position that an 
assessment society would be if it could 
enroll all the new members it wanted, 
willy-nilly, and force them to pay as- 
sessments. 


See 10 Billion Reserve 


It is considered likely that a reserve 
fund of 10 billion is. about the largest 
that will be called for after the coming 
congress gets through modifying the 
existing social security law. There is 

(CONTINUED ON LAST PAGE) 








Joseph Futz Is Enlarging 
Sphere of His Activity 


EIGHTY-FOUR, PA., Nov. 
5.—One of the interesting devel- 
opments in business expansion in 
this locality is the announcement 
that the dynamic and energetic 
Joseph Futz, insurance agent, has 
organized the firm of Joseph Futz 
& Affiliates. He has associated 
with him Gust. Mueller, who has 
been employed on the farm of 
Adolph Naebig near Prosperity, 
and Herman Basch, a filling sta- 
tion attendant at Lone Pine. Mr. 
Futz is now giving them an in- 
tensive course in his insurance 
school. This will greatly enlarge 
his scope of underwriting opera- 
tions and in order to give him 
more commodious and modern 
quarters, he is having an addition 
built to the north side of his 
home for an office which will here- 
after be known as the “Futz 
Building.” Mr. Futz has adopted 
as his business slogan the stirring 
phrase, “We Live to Insure.” 

Mr. Futz, known to all for his 
generosity, explains that usually 
with junior partners, they take 
3314 percent of the commissions 
they earn but he is allowing them 
50 percent. 














Foresight Is Theme 
of Life Presidents 


To Stress Part Life Insurance 
Plays at Annual Meeting 
in New York 





DIRECTOR PALMER TALKS 


Invitations to Gathering Dec. 3-4 Being 
Sent to All Company Officials, 
Commissioners 


The theme of the 30th annual con- 
vention of the Life Presidents Associa- 
tion to be held Dec. 3-4 at the Waldorf- 
Astoria in New York City will be “Ma- 
terializing American Foresight Through 
Life Insurance.” Invitations are being 
sent to executives of all life companies 
and to supervisory officials in the United 
States and Canada. An attendance of 
more than 500 is anticipated. 

Life executives will emphasize the part 
their business is playing in materializ- 
ing the foresight of Americans, and 
leaders in other important spheres also 
will contribute to the deliberations, in- 
cluding representatives of banking, 


transportation, law, education, business 
and industry. 


Many Subjects Scheduled 


Among the subjects to be discussed 
by leading life company executives are 
investments, mortality experience and 
opportunities opened to Americans 
through life insurance, together with 
specific results achieved by this means. 
Reports also will be given on the esti- 
mated 1936 totals of new life insurance 
production, payments to policyholders 
and beneficiaries, and life insurance in 
force. Special attention will be accorded 
the agents’ work in fostering individual 
foresight. 

W. H. Kingsley, president Penn Mu- 
tual, will be the chairman. 

The Life Presidents Association an- 
nouncement states, “As in America’s 
pioneering days, present problems and 
opportunities place a premium upon 
foresight and upon the ability to make 
that foresight effective. With emphasis 
upon the value and significance of thesé 
assets, particularly from the standpoint 
of the individual, the discussions will 
center on the theme: ‘Materializing 
American Foresight Through Life In- 
surance.’ 


Outstanding Security Medium 


“Within a century, life insurance in 
America has become so important a fac- 
tor in cultivating and harvesting the 
fruits of individual foresight that, today, 
almost one-half of our population de- 
pend upon it, in whole or in part, to 
consummate plans for the protection of 
themselves and their dependents. It is 
an outstanding medium through which 
provident people are translating their de- 
= for future security into accomplished 
act. 

(CONTINUED ON LAST PAGE) 
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Company-Agent Relations Discusse\ 


by Agency Superintendent 


NEWARK, Nov. 5.—The desirability 
of more exact procedure in selecting and 
training men for management is empha- 
sized in an analysis of the reciprocal 
obligations of the company and the 
agent, summarized by Superintendent of 
Agencies H. G. Kenagy of the Mutual 
Benefit Life for that company’s house 
organ, the “Pelican.” On his field trips 
this fall Mr. Kenagy has several times 
been asked to speak on the general sub- 
ject of the company and the agent. The 
“Pelican” article is a digest of his talk. 

While the agent has a right to expect 
that the general agent under whom he 
works will be a man of such ability and 
leadership as to give real assistance to 
him in becoming and continuing as a 
successful life insurance man, companies 
generally including the Mutual Benefit, 
do not know very much as yet about 
how to select, train, and develop the 
kind of men who make able agency 
managers, Mr. Kenagy stated. 


Training Men for Management 
of an Insurance Agency 


“Perhaps some companies have not 
taken the problem as seriously as they 
might because they have not been will- 
ing to invest the time and money in 
solving the problem of training men for 
management,” he said. “It is still largely 
assumed that the man who is a success- 
ful personal producer should be able to 
build an agency and supply the leader- 
ship which agents require. 

“In the near future it is to be hoped 
that all companies will adopt specific 
plans for selecting men who seem to 
have managerial possibilities—putting 
them to work as supervisors or district 
managers, giving them organized train- 
ing in management, and _ otherwise 
bringing it about that every man who 
is appointed to manage an agency shall 
have proved his capacity before appoint- 
ment. The Mutual Benefit is committed 
to such a program and it hopes to reach 
the point in the near future where the 
ability of every prospective general 
agent has been fully tested before he is 
given the responsibility of selecting, 
training and supervising agents.” 

Mr. Kenagy in his summary does not 
mince matters or pull punches in stat- 
ing what the agent has a right to expect 
of the company and what the company 
has a right to expect of the agent. He 
is a strong believer in taking the field 
force into full confidence as to what the 
company’s guiding principles are and 
what it expects of its representatives. 

Asked to elaborate on the outlook for 
more exacting selection of agency man- 
agers, Mr. Kenagy said that a funda- 
mental reason why this idea had been 
slow in making progress is that it is 
difficult to measure the results in one 
agency and compare them accurately 
with another’s, because of the mortality 
and persistency factors. With ordinary 
merchandise, a plan can be tried out, 
and in six months or so it can readily 
be determined whether the new method 
is more successful than the old one. 


Volume Might Prove 
to Be Unprofitable 


With life insurance, however, it must 
be at least several years before a gen- 
eral agent can be sure how he has come 
out on any given year’s business. Under 
the usual general agency contract, no 
matter how much business his men 
might bring in, the general agent would 
lose money if the business showed very 
poor persistency. 

This impossibility of determining the 
profit or loss on a single year’s opera- 
tions makes it difficult to introduce new 
and improved ideas. It takes too long 
to prove irrefutably that the new method 
is better than the old one. Yet it is an 


agency department’s first job to see 
that the general agent makes money, 
Mr. Kenagy holds. 

In his “Pelican” article Mr. Kenagy 
warned against the tendency in some 
quarters today for experienced agents to 
look upon themselves as brokers repre- 
senting the policyholder instead of the 
company, saying that while it is true 
that the agent must be loyal to the pol- 
icyholder, in the sense that he should 
unselfishly serve the policyholder’s in- 
terest, yet it is equally true that the 
agent owes certain obligations to the 
company. 

Mr. Kenagy stressed the point that if 
an agent keeps his contract with the 
company he is obligated to seek the 
kind of business the company wants and 
is further obligated to give the company 
first chance at all business he obtains. 
In addition to having a right to expect 
full cooperation from its agents on all 
its plans and methods of doing business, 
the company has a right to expect from 
its agents high grade service to the pub- 
lic, which implies regular study and ef- 
fort in improving his knowledge of life 
insurance and its application. 


Agent Should Know the 
Company Standards 


The company also expects the agent 
to be thoroughly informed on its under- 
writing standards and rules, and it ex- 
pects him to do all he can to help the 
company avoid undesirable risks. It 
particularly expects him to give full and 
complete information about each appli- 
cant. There is no objection, he pointed 


out, to an agent’s urging reconsideration 
of a rejected case if he is able to supply 
additional and significant information 
which he could not get previously, but 
no agent should try to reopen a case 
just on the possibility that through per- 
sonal pressure or salesmanship he can 
obtain a changed decision. Mr. Kenagy 
stated emphatically that agents who 
give complete and honest cooperation 
will always be given the benefit of a 
doubt on borderline cases. 


Company’s Obligation to the 
Agent Is Pointed Out 


“Finally,” Mr. Kenagy stated, “the 
company has a right to expect that its 
agents will be successful; that they will 
earn enough money to take care of their 
financial obligations, maintain their fam- 
ilies in reasonable comfort and to own 
enough life insurance to insure security 
for themselves and their families in old 
age. An agent who cannot earn a good 
living in the business, after a reasonable 
period of training and experience is not 
a credit to the business or to the com- 
pany. Since every company is known 
by the kind of agents who represent it, 
the Mutual Benefit is anxious to be 
known as a company whose field rep- 
resentatives are all making a _ good 
living.” 

From the company the agent has a 
right to expect things which can be 
more specifically itemized, Mr. Kenagy 
indicated. Among these he listed a 
sound and salable product, policy con- 





tract reasonably competitive in the mar- 
ket, and a company that is safe and 





Pacific Mutual Plan Held 
Not Like National Surety 





NEW YORK, Nov. 5.—Frequent al- 
lusion to the similarity between the re- 
habilitation proceedings recommended 
by Commissioner Carpenter of Cali- 
fornia in the Pacific Mutual Life and the 
process by which the agency plant and 
paying classes of business of the old 
National Surety of New York City were 
saved for the benefit of its creditors has 
impelled critics of the Pacific Mutual 
proposal to point out what they believe 
to be basic differences in the two cases. 


Burden of Criticism 


The burden of this criticism is roughly 
as follows: In the National Surety case, 
a new corporation, having the same 
agency plant and home office personnel 
as the old company was formed and 
took over the profitable lines of business 
written by the old company. This was 
necessary and desirable, for it saved for 
the creditors assets (the agency plant 
and the business on the books) which 
would quickly have evaporated if quick 
action had not been taken. 

The result was that the new organiza- 
tion is now under contract of sale for 
$10,000,000 to the Commercial Invest- 
ment Trust and the creditors are vastly 
better off than if these assets had not 
been promptly conserved. Nobody was 
discriminated against and all creditors 
shared pro rata in the appreciation of 
the assets. 

Holders of mortgage guarantee poli- 
cies, the main unprofitable class un- 
loaded by the shift, were of course out 
of luck, but no more so than they would 
have been in liquidation proceedings 
which did not include setting up the new 
company. At any rate, they held can- 
cellable contracts running only from 
year to year, not long-term obligations. 





In the Pacific Mutual case, however, 





the critics contend that while there is an 
apparent similarity, there is a funda- 
mental difference: the paying business 
of the Pacific Mutual—life and commer- 
cial accident and health—is much more 
hardy than the National Surety’s paying 
lines, for the former has an equity in 
the form of cash values and the policy- 
holders could not readily get new insur- 
ance elsewhere without loss, and of 
course not at all if they were no longer 
insurable. 

The main point is that the creditors 
of the old National Surety all got a 
better deal by reason of the new com- 
pany being formed out of some of the 
assets of the old, whereas in the Pacific 
Mutual proposal the non-cancellable 
policyholders who have not yet made 
claims are getting less than they would 
if the new company were not formed, 
while the benefit of the shift all accrues 
to the life and commercial accident de- 
partments. 


Two Main Advantages 


Furthermore, there is little chance that 
the life business will experience a jump 
in value comparable to what the new 
National Surety has had, and which it 
was reasonable to suppose it would have. 

As the critics of the Pacific Mutual 
proposal see it, the two main advantages 
of the National Surety reorganization 
plan—appreciation of “volatile” assets to 
somewhere near their true value and, 
second, equitable treatment of all classes 
of creditors, are entirely lacking in the 
Pacific Mutual plan, since not much 
appreciation can be expected in the 
value of the life business and a sub- 
stantial group of creditors (the non-can 
policyholders) are worse off than they 
would be if the new company were not 
formed out of the assets of the old one. 








sound and above reproach in ever, Te 
spect. a 

“In the next place, the agent has , 
right to expect good tools to Worl 
with,” he continued. “While Res: 
agents and general agents prefer ta 
build their own working tools, yet jt 
clear that the company is in a superior 
position to devise the best possible sale 
equipment.” a 

Further obligations of the company 1 
the agent are to handle policies promip 
on approved cases and to give informs. 
tion or service promptly, effectively and 
courteously. The company is furthe 
obligated to make no change in policy 
or plans without thoroughly considering 
the effect on the agent and his work. 

“After all, the sale of new business js 
the life blood of any company, and the 
agency organization is in many respects 
the most important unit in the com. 
pany,” said Mr. Kenagy. “What the 
agent thinks about his company, what 
he thinks of the propriety of any con. 
pany act, is tremendously important, be. 
cause every company must depend upon 
the morale of its field force if it js to 
go ahead.” 


Great Republic in Better Shape 


In connection with his testimony in 
the Pacific Mutual case, Commissioner 
Carpenter of California stated that 
Great Republic Life of Los Angeles js 
now in stronger condition than when 
he took it over as conservator two years 
ago. He said he has not asked for any 
bids for Great Republic business, fol- 
lowing the rejection by the court of the 
Postal Life order. 





New Agency Secretary 
of Yeomen Mutual Life 











J. J. PRATHER 


J. J. Prather, former Illinois and Iowa 
field supervisor of the Mutual Trust 
Life, has been named agency secretary 
of the Yeomen Mutual Life of Des 
Moines. He has been in the business 
since 1922, variously as conservation 
manager, agent, brokerage manager an 
finally field supervisor. ; 

In his new duties he will work with 
T. H. Young, superintendent of agents. 
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still Drag Along 
Pacific Mutual 





Much Time Is Now Being Con- 
sumed in Court Hearings 
These Days 


CARPENTER PLAN IS UP 


Attempt Is Being Made to Upset It So 
That Occidental Proposal 
Will Prevail 


LOS ANGELES, Nov. 4.—The Pa- 
cific Mutual Life case is considerably 
muddled owing to the controversy over 
the so-called Giannini-Occidental Life 
plan in opposition to the Commissioner 
Carpenter plan. When Commissioner 
Sullivan of Washington appeared as op- 
posing the Carpenter plan and supported 
the Giannini plan, his move came as a 
surprise. It is stated that Commissioner 
Sullivan has flown down to Los Angeles 
two or three times from Seattle and 


fnally came out for the Giannini pro- 
posal. Commissioner Smith of Utah has 
been on hand from time to time repre- 
senting the National Association of 
Insurance Commissioners. He is an 
ardent champion of the Carpenter plan. 
Commissioner Boney of North Carolina 
sent a letter which was presented to the 
court by President L. M. Giannini of 
the Occidental Life and made a part of 
the records. Commissioner Boney up- 
held the Giannini proposal because it 
brought new money into the enterprise. 
Commissioner Yetka of Minnesota took 
a similar position. 


Carpenter and Breiby Heard 


The hearing has dragged out and the 
longer the delay the more confusing be- 
comes the situation in the minds of 
agents and policyholders. Commissioner 
Carpenter was under cross examination 
for several days and the completion of 
his testimony was followed by William 
Breiby, the New York actuary, who 
made a survey of the Pacific Mutual’s 
financial setup on which the Carpenter 
plan was based. In addition to Com- 
missioners Sullivan, Yetka and Boney, 
Insurance Superintendent Biel of New 
Mexico sent a letter in which he took 
the position that the Giannini plan offers 
the policyholders of non-cancellable con- 
tracts greater guarantees than the Car- 
penter plan. 

Actuary Breiby testified that as of 
July 22, the Pacific Mutual had $420,- 
525,000 participating business in force 
and $223,240,000 non-participating. He 
testified that by 1951 there will have 
been earned $19,384,400 to meet non- 
cancellable benefits. That will come, he 
said, from three sources, old and new 
hon-participating policy profits, 10 per- 
cent of the gross annual profits of old 
Participating business and then annual 
Profits of the accident and health de- 
partments. By 1951, he said, the ac- 
cident and health departments should 
show an annual profit of $555,500. It 
1s expected that Mr. Breiby will be on 
the stand all this week defending his 
views of the present and future opera- 
tions of the company. 


Little Progress Made 


Seemingly little progress has been 
made in the Pacific Mutual case during 
the week as such a long time has been 
taken in hearing the testimony of Actu- 
ary Breiby of New York and Commis- 
Sioner Carpenter. Judge Willis contin- 
ued to rule in favor of the state on all 
motions to introduce extraneous issues. 

summary of the proceedings during 
the week shows these main features as 
(CONTINUED ON LAST PAGE) 





Joint Meet of Actuarial 
Bodies Attended by 400 





REPORT MORTALITY HIGHER 





Trend for First Nine Months Was Up- 
ward but Not Alarmingly So, 
Discussants Say 





The joint meeting of the American 
Institute of Actuaries and Actuarial 
Society of America in White Sulphur 
Springs, W. Va., was attended by about 
400. The weather was not conducive to 
pleasurable activity on the golf courses 
but the hardier breed of Scotch actu- 
aries present defied the weather. There 
was a joint dinner-dance that was de- 
void of oratory. 

On the first day, each of the associa- 
tions held separate sessions to conduct 
routine business. On the second day 
there was a joint session under the aus- 
pices of the Institute, with President R. 
C. McCankie, who is actuary of the 
Equitable Life of Iowa, presiding. This 
was an open session and among the 
topics discussed was mortality. It was 
the consensus of practically all that mor- 
tality is slightly higher for the first nine 
months of this year than it was last 
year. Suicides have not been as nu- 
merous but the general trend otherwise 
has been upward. The trend is not 
alarming, however. 


Contribution Formula 


There was considerable discussion on 
whether the time had come for the par- 
ticipating companies to revise their con- 
tribution formulas in framing dividend 
rates, rather than to make percentage 
adjustment. Some contended that this 
is the proper time for such procedure, 
but others expressed the belief that the 
interest trend outlook is so foggy that 

(CONTINUED ON PAGE 8) 





Dinner at Antoine’s to 


Mark 25th Anniversary 














WILSON WILLIAMS 


A dinner at the famous Antoine’s res- 
taurant in New Orleans is being given 
Nov. 14 to honor Wilson Williams on 
his 25th anniversary as general agent 
for the New England Mutual. A num- 
ber of general agents for the company 
from other parts of the country will 
attend. From Chicago there will go 
General Agents E. B. Thurman and E. 
C. Fowler. 

The likeness of Mr. Williams that ap- 
pears above shows him as he appeared 
at about the time he started as general 
agent for New England Mutual. He 
is well known among life agents 
for his activities in the National Asso- 
ciation of Life Underwriters. 








training. 


Come Into the Office.” 


remained. 


9? 66 


“them 


Independence Square 





“They Won’t Come Into---” 


In every well regulated Agency today the newcomer is 
given a course of training. But still there are many Agents 
appointed, in small towns and rural districts, who, because 
of distance from the Agency office, must start without that 
If they’ve had no experience with selling anything 
by mail, they are apt to think that circularizing, without 
follow-up, will bring business to them. 
years on the wall in the Agents’ room of our New Hampshire 
General Agent has hung a sign which reads, “They Won't 
The sign hasn’t been needed this 
many a year, and so its truthful declaration has inoffensively 


Not any of the current national advertising or Direct Mail 
Advertising, or other type of advertising, has availed to make 
come into the office.” 
every place where needers of life insurance can be found. 
And he is the most successful in going after them who first 
makes an intelligent, extremely careful survey of men and 
women who deserve to be called prospects. 


In brief and again, “They Won’t Come Into the Office!” 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 
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They must be gone after, in 
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No Commissioners 
Lose Out in Vote 


Democratic Landslide Apparently 
Assures Few If Any Changes 
in State Posts 





PALMER RETAINS OFFICE 


O’Malley, Bowen, Hunt and Blackall 
7 Also Appear to Be Safe in 
Their Berths 





The insurance fraternity anticipated 
a number of changes in insurance com- 
missionerships following the election last 
Tuesday as it was predicted that a num- 
ber of states in the Democratic column 
would swing over to the Republican 
ranks. The fact that most of the old 
Republican standbys went Democratic 
means that the personnel in the Na- 
tional Association of Insurance Com- 
missioners will remain about the same. 

Governor Horner’s reelection in IIli- 
nois assures the continuance of Director 


Ernest Palmer in office, he being now 
president of the National Association of 
Insurance Commissioners. He has been 
one of the storm centers during the last 
years on account of his espousal of a 
new insurance code. 

In Pennsylvania the Democratic gov- 
ernor undoubtedly will continue Com- 
missioner Hunt in office. 

Commissioner Blackall is safe in Con- 
necticut as is Superintendent Pink of 
New York. 

Reelection of Governor Davey of 
Ohio apparently means the continuation 
ir office of Superintendent Bowen of 
that state. Governor La Follette of Wis- 
consin, also reelected, is expected to re- 
appoint Commissioner Mortensen. His 
term has expired but the appoint- 
ment is expected as soon as the legisla- 
ture convenes in January. 

On the basis of late returns up to 
publication, W. A. Huxman, Democrat, 
apparently had been elected gover- 
nor of Kansas. One of the planks in 
his platform is free textbooks for Kan- 
sas’ public schools, to be financed by a 
tax on insurance companies. Whether 
this can be carried out remains prob- 
lematical, since the legislature, normally 
heavily Republican, may remain so de~ 
spite the Democratic landslide. 

Massachusetts remains Democratic 
but a new governor was elected. Com- 
missioner De Celles, a Democrat, was 
named by Governor Curley, who was 
defeated for United States senator at 
this election. 

The contest for governor in New 
Hampshire was in doubt on the early 
reurns but the Republicans seemed to 
have the best of it. This would mean 
the retention of John E. Sullivan, vet- 
eran commissioner of that state. 

In the Democratic sweep of Pennsyl- 
vania, M. J. Bradley deputy insurance 
commissioner, was elected to Congress 
from the third Philadelphia district. W. 
P. Roberts of Bethlehem, vice-president 
Pennsylvania Association of Insurance 
Agents, was elected auditor general of 
Pennsylvania. 

Commissioner Holmes of Montana 
seems assured of another term in office 
with late returns showing large ma- 
jority. 

Commissioner Sullivan of Washing- 
ton was reelected by a large majority. 
Commissioner Hobbs of Kansas was 
also reelected. 


O’MALLEY SURE TO STAY 


ST. LOUIS, Nov. 5—The over- 
whelming victory of Maj. L. C. Stark, 
(CONTINUED ON PAGE 8) 
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he great publisher, Cyrus 
H. K. Curtis, often used simple 
illustrations to drive home 
obvious truths. In discussing 
business with one of his man- 
agers, he reminded him that 
two and two make four, not 
five or six. 


This obvious truth has been 
borrowed by Metropolitan as 
the headline of its advertise- 
ment in the November maga- 
zines.* The copy points out to 
your clients the equally obvi- 
oustruth thatthey must provide 
for future protection—not alone 
wish for it. 


The advertisement asks the 
reader three questions — 
“Could you write a check today 
large enough to support your 
family for the next five years? 
Could you write another ito 
pay for your children’s future 
education? Could you live 
after retirement on what you 
have already saved?” 


The man who cannot answer 
“yes to each of these questions 
needs the help of a Field-Man. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 
Leroy A. Lincoln, President 


ONE MADISON AVE., NEW YORK, N. Y. 


Philadelphia Mayor Firm 
in Stand for Tax on Assets 


INSURERS CAN PAY, HE SAYS 


Treats Lightly Threat of Local Compa- 
nies to Move Elsewhere if Spe- 
cial Levy Imposed 





PHILADELPHIA, Nov. 5.—Mayor 
Wilson of Philadelphia asserts that 
under no circumstances would he devi- 
ate from his plans to have the city 
council pass the proposed 4-mill tax on 
the assets of mutual life companies and 
mutual savings banks domiciled in 
Philadelphia. . 

Speaking before the Pennsylvania 
Real Estate Association annual conven- 
tion here, the mayor declared the un- 
equal tax burden upon real estate 
should be relieved and that the four-mill 
tax was one of the measures designed 
for that purpose. He declared the tax 
would go through and that if he found 
its opponents were correct and that the 
proposed levy would only produce $5,- 
000,000 a year instead of the contem- 
plated $7,000,000, he would increase the 
tax to 6 mills. 


Denies Tax Burdensome 


Mayor Wilson denied that the tax 
would be a burden upon the local com- 
panies, contending it would only mean 
a difference of of a cent per dollar. 

He said the man who had a savings 
fund or a cash value in life insurance is 
in a better position to pay a tax than 
the poor working man struggling to 
keep his home. Not only is he in a 
better position to pay his tax, but he 
could afford to pay it and should pay it 
instead of increasing the tax load on 
the poor man. 


Insurer ts Prompt Payer 


“The poor man struggling to keep his 
home has a hard job paying his taxes,” 
said Mayor Wilson. “Often he can’t 
pay them. You are not sure that he will 
be able to pay them. But when you 
send a tax bill to an insurance com- 
pany, you get a check right back.” 

The mayor brought up the threat 
made by the three big Philadelphia com- 
panies several years ago that if such a 
tax were passed, they would move their 
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ANGUS 0. SWINK 


The employes association of the At. 
lantic Life held its annual dinner and 
dance. Service pins were awarded to 
officers and employes. President Angus 
O. Swink was given special recognition 
upon completion of 30 years of service, 
William Harrison, vice-president 
and superintendent of agencies, paying 
a glowing tribute to him as chief execu. 
tive. Mr. Swink entered the company’s 
service in 1906, becoming president in 
1929. Others presented service pins 
were M. M. Blair, assistant secretary, 


years; W. P. Whaley, assistant treas- 
urer, 10 years. Two employes, Miss 
Nonie Smith and Miss Anne P. Hunter, 
received 20-year emblems. 











ing from Philadelphia,’ the mayor 
stated, “is a lot of bluff. The compa- 
nies can’t afford to move. Their taxes 
here are lower and if they go anywhere 
else in the state, they will find that their 
taxes will be considerably higher. No, 
they can’t afford to move from Phila- 
delphia—and they won’t, either.” 





home offices from Philadelphia. 
“This talk about the companies mov- 


Get Reducing Your Taxes, 
booklet, 50 cents. 
Underwriter. 
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Foresight through life insurance is 
theme of Life Presidents Association an- 
nual meeting program in New York Dec. 
3-4, il Page 1 


Probable results of the National elec- 
tion on the federal social security pro- 
gram are —— oe Page 1 


Insurance awaits word on agents’ 
standing under social security ow ‘ 
e 


* * * 


H, G.  Kenagy, superintendent of 
agencies, Mutual Benefit Life and former 
assistant manager, Life Insurance Sales 
Research Bureau, discusses the recipro- 
eal obligations of the company and the 
agent. —o Page 2 


Sharp increase in Texas premium taxes 
to finance pension fund. Page 


* * * 


Claris Adams, president of the Ohio 
State Life, pays tribute to local agents 
and state insurance commissioners at 
meeting of Ohio Association of Insur- 
ance Agents, ae Page 9 


Mayor Wilson of Philadelphia is firm 
in his intention to put across a four-mill 
tax on assets of mutual life companies 
and mutual savings banks domiciled in 
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Joint meeting of the two actuarial 
bodies in White Sulphur Springs, W. Va., 
was attended a Page 3 


Dividend adjustments announced by 





Provident Mutual and Northwestern Mu- 
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Changes are likely to be made in the 
social security act in spite of the Demo- 
cratic victory. ‘ Pagel 
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Democratic landslide means that many 
of the present insurance commissioners 
will be retained fr gifice. Page3 


Actuarial Club of the Pacific States 
holds semi-annual meeting at Del Monte, 
Cal. Page 6 


* * x* 

T. J. Tyne of Nashville, vice-president 
and general counsel of the National Life 
& Accident and one of its founders, died 
in Chicago Sunday. — Page 10 


Provident Life & Accident is increas- 
ing its capital to $1,000,000. Page 12 
* kK * 


Similarity between Pacific Mutual re- 
organization proposal and National 
Surety procedure is superficial according 
to critics of a plan. Page2 


New official setup in the Imperial Life 
of Canada is announced. Page 1 
W. L. Hathaway, San Francisco mans 
ger Mutual of New York, to retire Jan. 
after 46 years’ service, to be succeeded 
by G. W. Hay; H. B. Cadwell to manage 
new Oakland, Cal, Seer. Page 1 
* 


Production slants on selling the youmt 
man, selling the investment plan i 
getting reference prospects are rr oH 
three speakers at New York C, L. 9 
meeting. os Page 


Agent who formerly specialized in 
Wali Street clients warns against work- 


ing a single field too intensively. Page 19 









25 years; David W. Kelly, treasurer, 15 
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give the most amazing volume on 
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“HIsTory of 
LIFE INSURANCE 


in its Formative Years” 





The only complete history of this fasci- 
nating business between the covers of a single book! 


Never before in all the long existence of life insurance has it been pos- 
sible to turn to one source for a complete record of this service to man- 
kind from its early beginnings—nineteen hundred years before Christ. 
To be sure the facts have existed ... but to ferret them out of the hun- 
dreds of volumes...and hundreds of documents...would require the ser- 
vices of a tireless research staff searching the libraries of the world. It is by 
such a staff that this valuable work has been written to give to colleges and 
young insurance men an invaluable text...to Life Insurance Companies, 


their agents and older insurance men a complete and useful reference. 





500 pages of Facts of Inestimable value. . . 
beautifully illustrated with 300 pertinent pic- 
tures. Includes a reproduction of the first re- 
corded Life Insurance Document ever drawn. 


DO YOU KNOW THE ANSWERS 
or Where to Find Them? 


1 What is the oldest will of record ? (See Digest of Contents, 
Book I, Chapter II). 

2 What is the Tontine Theory of Survivorship? (See Digest 
of Contents, Book II, Chapter VIII). 

3 Who were the Early Private Underwriters of *Change 
Alley? (See Digest of Contents, Book II, Chapter X1). 

4 What were the facts concerning the Faulty Northampton 
Table and its loss to the government? See Digest of Contents, 
Book II, Chapter XVII). 

5 Who were the men who shaped actuarial science in Great 
Britain—on the continent? (See Digest of Contents, Book II, 
Chapter XX). 

6 What is the History of the First Mutual Life Insurance 
Companies in America? (See Digest of Contents, Book III, 
Chapter II). 

7 How and by whom was the American Experience Table 
first formed? (See Digest of Contents, Book III, Chapter V1). 
8 What are the facts concerning ‘‘Graveyard’’ Insurance ? 
(See Digest of Contents, Book IV, Chapter V). 





To sell Life Insurance successfully with a 
sincere confidence in its benefits, every insur- 
ance man should know its history. But no one 
man could glean the facts presented in this re- 
markable book without owning his copy. 


YOUR AGEN TS—their representatives—should own “*The 
History of Life Insurance—in Its Formative Years,’’ See coupon for 
Special Approval Offer and Special Discounts on quantity purchases. 





Send This Coupon Today for Special Approval Offer ! 


Tue AMERICAN CONSERVATION COMPANY 
307 Nort Micuican AvENuE, CHIcaGo 


My Name. 





Please send me for 5 days’ Free Examination,“ The History 
of Life Insurance.” If I decide to keep it I will remit $5.00. 


O 
O 


Please send me additional information on discounts for quantity 
purchases of ‘“*The History of Life Insurance” to be used 
as gifts for representatives, agencies, and large buyers, O 


My Firm Name. 





Inclosed is a check for $5.00, Please send me a copy of 


“The History of Life Insurance.” My Address 





(STREET AND NO.) 





(TOWN AND STATE) 
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RECORDS 


Lamar Life—Agents in Jackson, 
Miss., honored Dr. J. O. Segura, vice- 
president and agency director, with a 
57 percent increase in submitted busi- 
ness in 10 days in October. “Ten Days 
for Doc” was the slogan of the cam- 
paign, conducted during Dr. Segura’s ill- 
ness of several weeks. 





| showed a 31 percent reduction in lapses 


| 
| 
| 


on new business and 22 percent reduc- 
tion on old business. Lapses are the 
lowest in seven years. Policy loans 
were reduced 20 percent in number and 
13 percent in amount. The premium in- 
come was the largest in any similar 
period, assets showed a 20 percent im- 
provement, they now being $64,500,000. 


Bankers Life of Iowa—New paid-for 
life insurance in October showed a gain 
of more than 8 percent over the total 
of October, 1935. For the first 10 


Union Mutual, Me.—Agents honored | months the increase in new business was 
President S. B. Phillips during October. | approximately 9 percent. 


Production for the month was the 
largest on record with $2,400,000. 
the last day of the drive over 250 ap- 
plications for over $600,000 in volume 
were received. The drive was in honor 
of President Phillips’ fiftieth anniver- 
sary with the company. It reports an 
increase in paid-for business for the 
year to date of 46 percent over the 
same period last year.’ The paid-for 
production at the end of the first nine 
months was in excess of that for the 
entire year of 1935. 

Acacia Mutual—Substantial gains were 
made the first nine months. Insurance 
in force increased $7,500,000, making the 
item $359,518,378, being the largest in- 
crease for a like period in six years. It 





Ohio National—October, President T. 


On |W. Appleby month was a most success- 


ful one with a production of $4,167,000, 
the ordinary business being well in ex- 
cess of last year. As of Oct. 30 the 
company had over $177,000,000 in force, 
an increase of $2,000,000 since the be- 
ginning of the year and assets have in- 
creased $1,500,000. On the last day of 
the campaign, $602,707 was produced. 

Earl M. Schwemm, Great-West Life, 
Chicago—Led all agencies in October in 
paid-for business. Written business over 
50 percent greater. 

Reliance Life, Illinois department— 
paid premiums and new paid for busi- 
ness for the first 10 months were greater 
by 40 percent than for the same time 
last year. October showed an increase 
in all directions. 





THIRTY-ONE YEARS 
OF SERVICE AND ACHIEVEMENT 


In November, thirty-one years ago, the INDIANAPOLIS 
LIFE INSURANCE COMPANY issued its first policy. 


Organized as a LEGAL RESERVE, STRICTLY MUTUAL 
COMPANY, its record throughout these thirty-one years 
has been a credit to the very best in Life Insurance. 


Through epidemics, wars, years of prosperity and depres- 
sion, the Company has forged ahead steadily, substantially. 


QUALITY, SERVICE, SAFETY 





the years. 


"To keep QUALITY, SERVICE and SAFETY FIRST" has 
been the guiding principle of the Indianapolis Life through 
Nationally known for its quality, service and 
strength, the conservative, well rounded growth of the 
Company indicates the wisdom of this guiding principle. 


MAKING SPLENDID GAINS IN 1936 


From January |, 1936 to October 30, 1936 
INSURANCE IN FORCE INCREASED 


Making total Insurance in Force, over............ 


MORTALITY continued very favorable 


Ratio for October 
eee 


WORKING TOOLS THAT GET RESULTS 
A complete kit of policy contracts, including Juvenile plans, mod- 
ern sales helps and helpful Home Office co-operation make work of 
Indianapolis Life representatives more pleasant and more profitable. 


$ 2,400,000.00 
98,400,000.00 


$ 1,000,000.00 
18,200,000.00 





Agency Opportunities in Indiana, Illinois, Ohio, Texas, lowa, Michigan, 
Minnesota, North Carolina, California and Florida 





EDWARD B. RAUB 


President 





INDIANAPOLIS LIFE INSURANCE CO. 


Indianapolis, Ind. 


A. H. KAHLER 
Supt. of Agents 














New Secretary 














ALEX B. CUNNINGHAM 


Alex B. Cunningham, treasurer of the 
Montana Life of Helena, Mont., who 
becomes secretary of the Financial Sec- 
tion of the American Life Convention, 
is a son of the late H. R. Cunningham, 
who was president of the Montana Life 
and former Montana insurance commis- 
sioner. The son was born May 13, 
1910, in Helena and graduated from the 
University of Montana in 1932. He en- 
tered the life insurance field imme- 
diately after graduation by joining the 
Missoula, Mont., agency of the Mon- 
tana Life. He was called to the home 
office in the investment department in 
November, 1932, was elected assistant 
treasurer in February, 1933, and treas- 
urer in November of that year. He is 
a member of the board of directors and 
of the executive committee. He is sec- 
retary of the Montana Young Republi- 
cans, treasurer of the Republican state 
central committee. He is vice-presi- 
dent and treasurer of the Helena 
Y. M. C. A., and chairman of the court 
of honor of the Boy Scouts of Helena. 








Chicago Starting Campaign 





Membership Drive to Run 60 Days with 
Goal of 2,000 Is Inaug- 
urated at Meeting 





A 60-day membership campaign has 
been started by the Chicago Association 
of Life Underwriers with L. M. Buck- 
ley, Albritton agency Provident Mutual, 
a 100 percent certificate office, as chair- 
man. 

Three divisions have been created 
with J. H. Brennan, Fidelity Mutual, in 
charge of Division A; Burton Mudge Jr., 
Patterson Agency, Penn Mutual, Divi- 
sion B and A. W. Ormiston, Travelers, 
Division C. 

Each division has four teams of 10 
aencies each. The objective is to in- 
crease the 1,076 membership to 2,000. 

The campaign was inaugurated at a 
gathering of agency heads at which a 
number of service goals were selected. 
George Schumacher, special agent Massa- 
chusetts Mutual, Cleveland, will address 
the monthly meeting Nov. 10 on 
“Monthly Income.” The New York 
Life will conduct the business-getter 
clinic Nov. 17, the subject being “Insur- 
ance and Taxation.” 


Has 250 Lost Policyholders 


The Connecticut Mutual is attempt- 
ing to locate 250 “lost” policyholders. 
Insurance on the lives of these “lost 
people amounts to $180,000 and divi- 
dends of more than $5,000 await pay- 





ment. Failure to notify of change of 
address has caused this situation. 
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Western Actuaries Holding 
Meeting at Del Monte, (, 





MANY SUBJECTS DISCUSsE) 
Investments and Underwriting] Prob. 
lems Are Taken Up at Semi. 
Annual Gathering 





DEL MONTE, CAL., Nov. 5.—Th 
semi-annual meeting of the Actuaria| 
Club of the Pacific States is being helj 
here this week. The program jg jy 
three sessions covering investments the 
first day, with R. B. Richardson, ¢. 
ecutive vice-president of Montana Life 
as chairman; actuarial problems the ser. 
ond day, with O. A. Ehrenclou, North. 
ern Life, president of the club, chair. 
man; and underwriting subjects the 
third day, with Carlos C. Warner, sec. 
retary West Coast Life, chairman, 

Among subjects being discussed are 
interest earnings, retrospective and 
prospective views and results of ya. 
rious companies, effect of interest earn- 
ings with special attention to changes 
in premiums, policy contracts, benefits 
and current practices, and whether they 
are desirable in view of the present ott- 
look; also sources of new or increased 
profit. 


Other Subjects on Program 


Under disability experience a number 
of subjects are being taken up, includ- 
ing underlying causes of the unfavor- 
able trend of termination rates, by 
deaths and _ recoveries of disability 
claims, whether Hunter’s 3 percent or 
3% percent disabled life reserve basis is 
adequate in the light of recent expe- 
rience as to termination rates and low 
interest earnings; whether the 1935 or 
1936 termination rates for disability 
claims have shown an appreciably less 
unfavorable trend than those for 1931- 
1934; what has been the recent trend of 
the rates at which active lives have 
been becoming disabled, what contin- 
gency reserves are being carried on ac- 
count of disability insurance. 

Other discussions center on mortal- 
ity experience, its recent trends and of- 
fice methods of determining mortality 
experience; the social security act; ex- 
tended insurance and what methods are 
used to reinstate or rewrite extended in- 
surance; expense; sales methods and 
the bases of reserves for double indem- 
nity benefits and annuities. 


Hold Underwriting Session 


The underwriting session to be held 
Nov. 7, with Mr. Warner as chairman, 
will include discussion of inspection 
trends by L. R. Sams, division manager 
Retail Credit Company; aviation risks, 
by Jones Svendsen, underwriter of the 
Metropolitan; ratings for liquor indus- 
try, L. W. Morgan, manager underwrit- 
ing department, Pacific Mutual Life, 
and medical underwriting by Dr. S. W. 
Means, assistant medical director Met- 
ropolitan. This is the first time a med- 
ical director has appeared on the pro- 
gram. ; 

Round table discussion at this session 
will include: High blood pressure at ad- 
vanced ages, recent history of skull 
fractures, high or low specific gravity, 
tables used in rating overweight cases, 
speculative hazard, use of non-renew- 
able nonconvertible term policies for 
substandard risks; the importance 
underwriting of regard to the net 
amount at risk as years of duration ad- 
vance; whether the companies are util- 
izing modern diagnostic methods and 
aids; investigation of personal histories 
through attending physicians, and rou- 
tine between receipt of application and 
issuance of policy. 


Richmond, Va., gen- 


Gaius W. Di é 
roe “4 Mutual Life, 


eral agent for the Penn 1d 
who makes his home in Chesterfie 
county near that city, has been ap- 
pointed a member of the board of super- 
visors of Chesterfield. 








" ovembet 


A dditio 
Li 


Five a¢ 





, place | 


onventic 
ation @ 
hicago, 
Dp. Go 





gency 3 


speak oF 
Dyer, Pp! 
erbilt | 


secretary 
the Equ 
discuss 
Help Re 
the firs 
served t 
associat 
automo 
talk wil 
oup. 
Sart 
and sal 
Accider 
ising, 
tions. 
Of ¢ 
will be 
Don } 
Anders 
Design 
Return 








G 


ATI 
Life l 
a state 
spons¢ 
Deleg: 
eral 0 
the st 
Roget 
Natio 
Simor 
especi 
and g 

An 

“Stril 
Partr 
Avar: 
Natic 


or 
from 


: 









) 
‘7 
3 
2 
= 








€ 





mber 6, 193 


[SS 
olding 
Onte, Cal, 


ISCUSspp 


iting| Prop, 
Semi. 


r 
> 


OV. 5.—The 
> Actuarial 
being helj 
stam is jp 
stments the 
irdson, ex. 
ntana Life 
Ns the ser. 
ou, North- 
lub, chair. 
bjects the 
arner, sec. 
rman, 

cussed are 
tive and 
ts of va. 
rest earn. 
O changes 
3, benefits 
ether they 
esent out. 
increased 


ram 


a number 
D, includ- 
unfavor- 
‘ates, by 
disability 
recent or 
e basis is 
nt expe- 
and low 

1935 or 
disability 
ably less 
or 1931- 
trend of 
es have 

contin- 
1 on ac- 


mortal- 
and of- 
lortality 
act; ex- 
ods are 
ided in- 
ds and 
indem- 


be held 
airman, 
pection 
anager 

risks, 
of the 
indus- 
erwrit- 

Life, 
S. W. 

Met- 
. med- 
> pro- 


ession 
at ad- 
skull 
avity, 
cases, 
enew- 
s for 
ce in 

net 
n ad- 
util- 
and 
ories 
rou- 
and 















-ovember 6, 1936 





LIFE INSURANCE EDITION 











\dditional Speakers for 
Life Advertisers Meeting 





dditional speakers have accepted 
the program of the annual 
of the Life Advertisers Asso- 
the Edgewater Beach Hotel, 


Five a 
4 place on 
onvention 


gency manager 
speak on the program Nov. 14, Dr. Gus 
Dyer, professor of economics of Van- 
jerbilt University at Nashville, will be 
the speaker at the banquet the evening 
of Nov. 12. A. H. Reddall, assistant 
secretary and advertising manager of 
the Equitable Life of New York, will 
discuss “How Life Advertisers Can 
Help Reduce Automobile Accidents,” as 
the first speaker Nov. 13. He has 
served the past year as chairman of the 
association’s committee studying the 
qutomobile accident problem and_ his 
tlk will summarize the findings of his 


oup. 
Pat Leiper, manager of advertising 
and sales promotion Provident Life & 
Accident, will talk on “Bringing Adver- 
tising to Local Underwriters’ Associa- 
tions.” 

Of considerable interest to the admen 
wil be the Friday afternoon address by 
Don McCray, art director of Berlep, 
Anderson & Marlin, on “How Modern 
Design and Typography Can Increase 
Returns.” 





Georgia State Sales Clinic 


ATLANTA, Nov. 5—The Georgia 
Life Underwriters Association will hold 
a State wide sales clinic here on Jan. 22, 
sponsored by the Atlanta association. 
Delegates are expected from the sev- 
eral other local associations throughout 
the state. Outstanding speakers will be 
Roger B. Hull, managing director 
National association, and Leon Gilbert 
Simon of New York City, who will talk 
especially about business life insurance 
and general taxation. 

Another outstanding feature will be 
“Striking Consequences of Business and 
Partnership Insurance” by J. Arch 
Avary, Jr., assistant vice-president First 
National Bank of Atlanta. 





Order a new Little Gem life chart, $2 
from the National Underwriter. es 





| Berkshire 50-Year Man 
to Be Honored Nov. 20 








LOANS WANTED 


A group of men who have had 
wide experience and more than 
average success in the field of 
First Mortgage Construction Loans 
in Cleveland, Ohio, are in a posi- 
tion to take on additional connec- 
tions from Life Insurance com- 
Panies and other financial institu- 
tions which desire a reliable con- 
nection in this territory. 


In the past ten years this group 
has made first mortgage construc- 
tion loans of over $5,000,000.00, 
the larger part of which have 
been entirely repaid in monthly 
installments. It is now servicing 
nearly two millions of dollars of 
loans, only three of which are in 
any way delinquent. 


Its appraisal and supervising 
system is one of the best in the 
State, all disbursements on con- 
Struction loans are made direct. 
his group specializes in loans on 
single and double homes occu- 
Pied by the owner, such loans 
now being limited to $16,000. 


The group seeks a connection 
with an institution desiring to 
Tesinance such loans, when com- 
pleted, or in a sition to take 
or more larger loans on apart- 
ments, business blocks,  etec., 
which cannot now be made, due 
to the $16,000 limit. 


This organization can service 
all loans sold and can furnish 
the highest banking and other 
pening Wc bonds in any 

lount. 

UNDERWRITER.» ay ee 

















W. M. FUREY 


W. M. Furey, who completes 50 years 
in the service of the Berkshire Life this 
month, will be honored at a reception 
and dinner in his home city of Pitts- 
burgh Nov. 20. Most of the Berkshire 
Life general agents in other parts of 
the country will attend, as well as a 
home office delegation. Mr. Furey has 
been Pittsburgh general agent for many 
years and is still active although dur- 
ing the past year he has been conserv- 
ing his strength. He is not only a 
prominent figure in the Berkshire or- 
ganization and in his home city, but he 
is nationally known due to his long in- 
terest in the affairs of the National As- 
sociation of Life Underwriters. 


Started at Age of 15 


More than 500 are expected to attend 
the dinner. Born in Center county, near 
Bellefonte, Oct. 9, 1871, Mr. Furey be- 
gan in the insurance business as a lad 
of 15 on Nov. 20, 1886. He found a place 
as clerk and office boy with the Berk- 
shire force. 

He supplemented his meager income 
by working in a store and picked up a 
belated education after starting to work. 
His uncle, George W. English, at that 
time was general agent for Berkshire. 
In 1905 Mr. Furey entered the firm, 
which was known as English & Furey. 

When Mr. English died in 1926 Mr. 
Furey became general agent. Anni- 
versaries have played an important part 
in the career of Mr. Furey. He had 
been in the business 43 years in 1929 
and celebrated it by taking into partner- 
ship his son, W. Rankin Furey. Since 
then the firm has been W. M. Furey & 
Son. 

It was in November, two years ago, 
that Mr. Furey was named a director of 
the Berkshire Life. 


W. E. Bilheimer Joins the 


Lamar Life at Houston, Tex. 





W. E. Bilheimer has been made man- 
ager of the Fort Worth, Texas, district 
of the Lamar Life. Mr. Bilheimer, orig- 
inator of the “Knot-Hole Gang” of St. 
Louis baseball, has had several years of 
experience as a life insurance man and 
is a salesmanship speaker of national 
reputation. He had charge of the ad- 
vance sale of tickets for the Fort Worth 
Frontier Centennial before accepting the 
Lamar Life appointment. He has now 
begun a sales schoo! for members of the 
Bilheimer organization of Lamar Life 
agents in Fort Worth. 


The Manhattan Life has appointed Max 
Harmelin of Newark as general agent. 
He previously was general agent for 
Columbian National Life. 
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“Saw W118 Leena 


HIS LITTLE LAD trying on his dad’s shoes 

may not /ook like a high-powered insur- 
ance salesman .. .but if the results of his ap- 
pearance this month in The Saturday Evening 
Post and Time could all be traced, he’d prob- 
ably show up as a million-dollar producer. 


To fathers everywhere he brings home 
forcefully their deepest problem—how to 
guarantee a living income through the many 
years till youngsters are grown. Union Cen- 
tral field men who follow up with Multiple 
Protection, a plan tailor-made to provide the 
needed money-every-month, will find friend- 
lier receptions, more sympathetic interviews, 
in many cases sales ready to close. 


The 
UNION CENTRAL 


Life Insurance Company 
CINCINNATI, OHIO 


















THE NATIONAL UNDERWRITER 


November 6, 1g 











With.. 


THE OHIO STATE LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 














“best opportunity in the field” 


An exact copy of part of a letter received from 
an agent who recently joined us. 


"In the meantime I have been care— 
fully studying the manual and some of 
the literature and I am certainly sold 
on the Company and its policies. 


"I think this Company now offers 
the Salesman the best opportunity in 
the field, and I am speaking from a 
long experience in the business. 


"I certainly expect to put this 
part of the State on the map for the 
Bankers Mutual Life Company." 


Yours very truly, 


i. B. D. 


BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 


Founded in 1907 


National Actuarial Groups 
Conclude W. Va. Meetings 


(CONTINUED FROM PAGE 3) 


it is not yet desirable to engage in fun- 
damental revision. 

A representative of one of the largest 
companies said that his institution ‘has 
worked out its own experience table and 
may use this in apportioning dividends 
on the theory that this method produces 
a more equitable distribution. 

There was also considerable discus- 
sion on whether it is essential for the 
annual dividends to show an increase 
from year to year. 
ment that this was not essential but that 
it is desirable from-a practical stand- 
point. 
step up must be continued in the future 
depends on how well the agents and 
companies. educate the policyholder on 
the fundamentals of the dividend dis- 
tribution. 

On the final’ day, the joint session 
was under the auspices of the Society, 
with M. A. Linton, head of that organ- 
ization and president of the Provident 
Mutual Life, presiding. This session 
was devoted entirely to discussion of the 
social security proposition. It was 
closed to all except fellows and asso- 
ciates of the two organizations. 





Insurance Commissioners’ 


Roll Will Stay Unchanged 


(CONTINUED FROM PAGE 83) 


Democratic candidate for governor, 
means that Superintendent O’Malley 
will remain for another four years. 

The fraternals bitterly fought Stark 
in the primary and while apparently 
withdrawing their opposition to him 
several days ago it is known they were 
hopeful J. W. Barrett, Republican, 
would win, so that Superintendent 
O’Malley could be retired from office 
when his term expires June 30. 

It is anticipated Mr. O’Malley will 
again submit his insurance code bill to 
the legislature when it convenes in Jan- 
uary and the large popular vote ac- 
corded Major Stark yesterday is sure 
to have great bearing with the legis- 
lators in considering that matter. 





Commissioners Will Have 
Busy Meeting Next Month 





Ernest Palmer, insurance director of 
Illinois and president of the National 
Association of Insurance Commission- 
ers, announces that a meeting of the 
executive committee will be held at Hot 
Springs, Ark., at the Arlington hotel, 
Monday, Dec. 7. The convention proper 
will meet the next two days and will 
continue through Thursday, Dec. 10, if 
necessary. 

The executive committee will be take 
up the selection of the convention city 
for the annual meeting in 1937. So far 
Nashville, Indianapolis and Quebec 
have made bids. 

President Palmer of the insurance 
commissioners’ body estimates that one 
entire day may be given to the Pacific 
Mutual Life case and the various angles 
that have been brought out in the ex- 
amination and in the court hearings 
following. The Carpenter plan advo- 
cated by the commissioners participat- 
ing in the examination, which was hoped 
would carry the company through with- 
out so much of a jar, has been badly 
banged up by the Occidental Life pro- 
posal and policyholders protective com- 
mittees. Some of the commissioners are 
considerably aroused over the situation. 
Then it is said that the convention ex- 
amination plan will have a_ hearing. 
Superintendent Pink of New York and 
some of the other commissioners from 
the east are opposed to the plan that was 
adopted at the St. Paul meeting. Sup- 
erintendent Bowen of Ohio desires a 
hearing on the automobile finance com- 
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0. J. ARNOLD 





Oct. 29 marked a double anniversary 
for President O. J. Arnold of the North. 
western National Life, and in commen: 
oration of the occasion, a_ constant 
stream of surprises, telegrams, letters, 
applications, cards, flowers, and wel 
wishers flowed into his office from 8:3) 
a. m. until 5:30 at night. The day 
marked the 11th anniversary of Mr. 
Arnold’s presidency of the company and 
his own 638rd_ birthday. 

Outstanding were the 361 regular ap- 
plications, exclusive of group insurance, 
received during the day, bearing birth 
day greetings and amounting to $1,160; 
992. This compared with $990,967 re 
ceived on Arnold day last year, and was 
by far the largest single day’s volume 
in Arnold month history. 

Numerous greetings were received 
from executives of other companies 
Many ingenious devices featured the 
offerings of new business applications 
from the various agencies. 








trolling insurance. There are other im 
portant subjects to come up. 


Union Mutual at Dayton 


Michael J. Flynn, who for the past 
10 years has been an outstanding life 
insurance man in Dayton, O., together 
with his daughter Dorothy and son 
James, have taken the general agency 
for the Union Mutual Life of Portland, 
Me., for Dayton and vicinity. 


Cooke Is Norfolk Manager 


J. Branham Cooke has been_ named 
manager of the ordinary agency in Nor- 
folk, Va., of the Life of Virginia. He 
has represented the company as ai 
agent in Norfolk for 15 years. 


Nashville Veteran Dies 


W. G. McAdams, 82, who retired sev- 
eral years ago as general agent of the 
Penn Mutual Life in Nashville, died 
that city. 











John Hancock Life Policy 
for Young John Hancock 


——— 


J. P. Loughlin, representative 
at Lynn, Mass., of the company 
with the famous signature, wast 
no time when he picked up 4 
local newspaper and saw te 
name “John Hancock” in the 
birth column. The fond parents 
got the idea readily with the re- 
sult that the latest John Hancock 
has his first insurance policy 
the John Hancock Mutual. 


———— 
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Chris Adams Declares That 
Agents Are Insuring America 











INE WORK OF THE INDUSTRY 











uker Pays Tribute to the Efficiency 
and Conscientious Endeavor of 
the State Commissioners 













‘. Adams, president of the Ohio 
wa Life, in speaking before the Ohio 
Association of Insurance Agents at 
Columbus stated that the agents have 
insured America. In explaining this he 
said that probably 95 percent of the peo- 
Je carrying insurance did not know the 
' s of the companies. They relied 
on the agent or broker. They had con- 
fdence in his judgment and therefore 
insured with him. | aay 
Insurance, he said, as a basic indus- 
try has been very free from scandal and 
criticism. It is scientifically constructed 
and the foundations are strong and 
durable. The American public, he said, 
gays in premiums a iarge sum and in 
urn insurance pays the public a vast 
wm, The progress that insurance has 
made in this country, Mr. Adams said, 
js amazing. Investors in various securl- 
ties feel a sense of security if they know 
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in ¢ . j 
a pre: that the properties back of the invest- 
ams, letter: ment are amply protected by insurance. 
» and wel Protects a Man in His Program 
e from 8:3) 

The day Mr. Adams said that in this country a 
iry of MrM™ hard working, intelligent, industrious 


man can be relied on to perform his du- 


Jmpany and ; 
ties if he lives. If, however, there is 


regular ap-(™ any catastrophe coming to him, either 
) insurance through death, disability or a great 
iring birth-(M™ property loss, he may be jarred from his 
to $1,160; foundation. Therefore insurance comes 
990,967 re-M in to help him in the performance of 
ir, and was his program and absorb the shock. Back 
y’s volume of business, Mr. Adams said, is credit 
and back of credit is insurance. Back 
> received of insurance are men and, again, back 
companies J of men is insurance. Mr. Adams char- 
itured the MM acterized insurance as a dividend on the 
pplications investment of self-reliance. He asserted 
that the cost of all kinds of insurance 
is as reasonable, as is compatible with 
safety. He stated that there has been 
other im no great fortune made in insurance, In 
many of the great businesses there have 
been gigantic fortunes. However, there 
yton has been none in insurance and there is 
no chance for such. 
the past 

iding life Forum for Discussion 
together Mr. Adams referred to the various or- 
and son ganizations in insurance and said that 
1 agency J every insurance idea today has a forum 
Portland, in which it can be debated. He cau- 
tioned the public against carrying on a 
crusade to have rates reduced here and 
ger there because ultimately the amount of 
ed premiums may not be sufficient to allow 
ae a company to carry the risk. It is the 
io duty of public officials, he said, to see 
sa aa that rates are high enough to make the 


indemnity secure, After all people that 
Pay premiums are fundamentally inter- 
ested in security. 

$ Mr. Adams paid a notable tribute to 


rd oe state supervision. He said that it had 
- of the Justified itself in every way. Most in- 
died is surance commissioners, he declared, are 
high _minded and conscientious. He 
Save it as his opinion that it would have 
— been most unfortunate during these 
F days of depression to have had one fed- 
Icy tral bureau supervising insurance rather 
a than the states. There are 15 billions 
of dollars of income from insurance. If, 
therefore, one man or one bureau had 
tive the control over this vast income and 
any the great investment in the way of re- 
sted serves it would place too much power 
ya under one head. If one bureau had 
the control of insurance, he said, insurance 
the Would no longer be free. 
nts Mr. Adams said that insurance should 
re- take a constructive part in the social 
ack security act, which he characterized as 
in Unwieldy and unscientific. It should be 






ad duty of insurance men, he stated, to 
esi a social security act that is safe, 
sound and actuarily correct. 










Premium Taxes Boosted in 
Texas at Special Session 





ALL COMPANIES AFFECTED 





Widespread Measure Covering Several 
Lines of Business Passed 
Finance Pension Fund 


to 





DALLAS, TEX., Nov. 5.—Texas in- 
surance premium taxes have been in- 
creased sharply to help finance state 
old age pensions. This action was 
taken at the special session of the leg- 
islature and goes into effect Jan. 1. 

Texas life companies and fraternals 
must pay a new tax of .5 percent in ad- 
dition to the ad valorem tax. However 
they are allowed to deduct reinsurance 
and the acquisition cost of first year 
premiums, which in most instances will 
limit the new levy to the renewal pre- 
miums. 


Life Company Increase 


For out of state life companies and 
fraternals the premium levy is increased 
from 3 to 3.75 percent. However if 30 
percent of the reserves on Texas busi- 
ness are invested in Texas securities the 
levy will be 3.25 percent as compared 
to the present 2.6 percent; if 60 percent 
of the Texas reserves are invested in 
Texas securities the levy will be 2.9 
percent as compared to 2.3 percent, and 
if 75 percent is so invested the levy 
will be 2.5 percent instead of 2 per- 
cent as previously. An important con- 
cession to the life companies permits 
them to include loans to Texas policy- 
holders along with real estate loans as 
acceptable Texas investments. 

The increase to the non-Texas life 
companies is 25 percent. It is estimated 
that the non-Texas companies’ tax bill 
will be increased by more than $250,- 
000 annually. The increase to fire in- 
surance companies will exceed $136,000 
annually, to say nothing of the increase 
to the casualty and surety, health and 
accident, fraternals, mutuals and recip- 
rocals and Lloyds. 

The tax rate of 2.6 percent on net 
premiums of all companies other than 
life and fraternals is increased to 3.25 
percent with the stipulation that the 
percentage will be reduced to 144 (now 
1 percent) in case the company has as 
much as one-fourth of its entire assets 
in the state and five-eighths of 1 per- 
cent (now .5 percent) in case the com- 
pany has as much as one-half its as- 
sets so invested, the latter applying 
mainly to Texas companies. 


Consider Retaliatory Laws 


The Texas fire and casualty com- 
panies that do business in other states 
are worried a bit about the increase 
that will be charged them in other 
states because of retaliatory laws. The 
fire and casualty companies such as the 
Republic, Gulf, Trinity Universal, Com- 
mercial Standard, Traders and General, 
will all be affected. Most of the Texas 
life companies will not be affected by 
retaliatory laws because nearly all of 
the Texas companies confine their op- 
erations to Texas. However, among 
the companies that operate in other 
states are the American National, which 
is in more than 30 states, the Southland, 
United Fidelity, Amicable, Texas Pru- 
dential, Great American, Western Re- 
serve and Great Southern. The South- 
western which confines its operations 
to Texas alone, estimates that its in- 
crease in tax payments will exceed $30,- 
000 annually. 

There are no favored sons in the new 
tax bill because in addition to boosting 
levies already being paid by the stock 
fire and casualty companies and_ all 
legal reserve life companies, it brought 
into the bill property mutuals, recip- 
rocals and Lloyds, assessment health 
and accident concerns and fraternals. 
Even the Texas life companies and the 





Texas property carriers were made to 
feel the weight of the tax gatherer’s 
demands because a premium tax, for 
the first time, was levied against the 
Texas life companies and the impos: 
on the Texas property carriers was in- 
creased. 

The only group that escaped un- 
scathed was the local mutual aid so- 
cieties. It was said that the cost of 
collecting from them would be greater 
than the funds realized. 

As a result insurance carriers in 
Texas will pay several hundred thous- 
and additional tax revenue into the 
Texas exchequer. On the other hand 


the legislature played no favorites with 
other lines of business because hotels, 
utilities, railroads, telephone companies, 
producers of natural resources, malt 
and liquor dealers, and borrowers of 
money were also included. 

The insurance leaders made no con- 
certed fight against the increases be- 
cause of the temper of the legislature, 
because of the thoroughness of its om- 
nibus bill, and the strategic thought 
that a minimum of opposition at this 
time of extreme emergency would serve 
to ward off additional and higher levies 
during the regular session which con- 





venes in January. 
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Important 


Crises of Life 


THESE three advertise- 
ments, examples of our 
latest series appearing in 
national media, includ- 
ing The Saturday Evening 
Post, Time,and American | 
Magazine, illustrate the 
new treatment of our 
message. Note the highly 
personal quality and the 
emphasis on the service 
of life insurance to the 
average man and woman 
at important crises of life. 





‘We'll be able to take it easy” 


‘Tue way I look at it is this. I work pretty hard, 
myself, and c one ever had a better wife 


reet ... happiness .... eocurity and peace of mind. 
We'll be able to take it easy.” 

May we send you our interesting new booklet: 
 Bwikding Financial Independence with Certainty? 
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The Vote on Social Security 


THE social security question was be- 
yond any doubt a major factor in the 
result of the national election. Two 
widely differing plans of social insur- 
ance were spread before the voters for 
their selection. The Democratic plan 
offered an opportunity to the employe of 
earning arid paying for the benefits to 
which he would have a vested right 
when he reached age 65. The Repub- 
lican proposal offered him a plan where- 
by he would be supported if he became 
destitute in his old age and in the mean- 
time the government would proceed on 
a strictly hands-off policy as far as see- 
ing that he built up any accumulation 
for himself was concerned. 

The choice of the voters in the elec- 
tion was in large part a reflection of 


their attitude toward these two opposing 
concepts of the government’s place in 
the economic welfare of its citizens. 

The Democrats’ victory may indicate 
that the American people have become 
sufficiently concerned about the problem 
of supporting themselves in their old age 
that they have demanded a nation-wide 
government operated plan which will 
insure maintenance in their retiring 
years on a self respecting basis. On the 
other hand, it may mean that the public 
is simply falling for something that 
sounds good and which seems to be in 
the nature of a gift from the govern- 
ment and the employer. The wisdom 
or folly of the voters’ choice will of 
course depend on the political views of 
the individual. 


Agents Have Insured America 


Ciaris ApAms, brilliant president of 
the Onto Strate Lire, in a talk before 
the Onto ASSOCIATION OF INSURANCE 
AGENTs, made the significant statement 
that agents have insured America. He 
called attention to the fact that prob- 
ably 85 percent or more people who in- 
sure do not know the name or names 
of the institutions in which their pol- 
icies are carried. This is particularly 
true with fire and casualty insurance. 
The percentage would not hold so far 
as life insurance is concerned because 
more people are acquainted with the 
companies in which they carry their 


life insurance and there is greater in- 
dividual selection. 

However that may be, Mr. Adams 
was well within the bounds of fact in 
stating that the active agents out in the 
field are responsible for the insurance 
that people carry in this country. With- 
out them the amount of coverage would 
be very materially decreased. All in the 
business should freely recognize the 
magnificent work that is being done 
by the men on the firing line who are 
carrying the insurance gospel here and 
there and reminding people of the duty 
of safeguarding their interests. 


Enlarging the Investment Field 


WHENEVER President M. A. Linton of 
the Provipent Mutua Lire gives results 
of a study he has made his conclusions are 
always most interesting and logical. As 
president of the AcTruARIAL SOCIETY OF 
America, in his recent address he took a 
look forward and predicted what might be 
the courses pursued for life insurance ‘in- 
vestments. At this time any financial wiz- 
ard is unable to scan the skies beyond a 
very nearby horizon. 

Life insurance companies are limited by 
law as to the character of their invest- 
ments and this is as it should be. The de- 
pression brought out the danger of com- 
panies running too much to any one form 
of security, however substantial it might 
seem to be. This was brought out, for in- 
stance, in the case of farm loans, railroad 
bonds, municipals, etc. One of the big 
lessons we have learned is to diversify in- 
vestments not only as to class but to have 
great variety within the class itself. There 
is always danger of loaning too much on 


a particular kind of property or some sec- 
tion or city. 

Just now companies are finding it very 
difficult to secure proper outlet for their 
money. 

President Linton believes that as the 
years go by most companies will prob- 
ably look with favor on types of securi- 
ties which experience has shown relatively 
stable in periods of depression but which 
have not been regarded as a desirable form 
for a life insurance portfolio. 

Mr. Linton said, “The industries and 
distributing organizations in the field of 
consumer’s goods and services have been 
notably stable as compared with those in 
the capital goods field. Perhaps, therefore, 
the securities of corporations operating in 
the former field will find increasing favor 
as investments for life insurance funds.” 

Companies probably will not be attracted 
to long term bonds as they have in the 
past. This form of financing has been 
popular and yet with the changing condi- 





tions those purchasing securities will de- 
mand shorter terms and a more rapid 
amortization of the debt. 

Mr. Linton turns to common stocks 
and doubts at least for some time whether 
they will be considered appropriate invest- 
ment for life insurance. Common _ stock 
values are subject to fluctuation under 
changing conditions. While common stocks 
of the best character are tempting at times 
and are regarded as substantial, the best 


Canadian Companies Active 


WirtH the NorTHERN LiFe of London, 
Ont., entering Michigan attention is called 
to the Canadian companies that are oper- 
ating in the United States, all of which 
are giving a good record of themselves. 
Michigan is the favorite state for the in- 
itial deposit because just across the river 
is Ontario. The Canadian companies are 
emerging from the depression in excellent 
style. There has not been a single insurance 





thought in the business seems to te 4, 
there is too great danger of shifting 
values. 

The whole subject of investments fy 
life companies is an engrossing one. The 
last word certainly has not been said, We 
need to watch business and economic trends; 
Life insurance is based on securities aj 
hence it is the biggest subject in Conner. 
tion with matters of company adminis. 
tration. 















failure in the Dominion in many Years 
which is a magnificent record. Noy 
operating in the United States are th 
Canapa Lire of Toronto, Sun Lig ¢ 
Montreal, Great West Lire of Winnipeg 
CONFEDERATION LiFe of Toronto, Domy. 
10N Lire of Waterloo, Crown Lire of 1p. 
ronto, IMPERIAL LiFe of Toronto, Mayv. 
FACTURERS Lire of Toronto, Nort Ayr. 
IcAN Lire of Toronto. 
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R. B. Alberson, vice-president and 
general counsel of the Bankers Life of 
Des Moines, is confined to Mercy Hos- 
pital in that’ city following an operation. 
He was stricken while returning from 
the American Life Convention meeting 
in Dallas. 


Dr. T. H. Rockwell of Summit, N. J., 
who retired last June as chief medical 
director of the Equitable Life of New 
York, died this week. He was 71 years 
of age and a native of Warsaw, Ill. He 
grew up at Junction City, Kan., and was 
graduated from the University of Kan- 
sas. 

Dr. Rockwell died at Fair Oaks sana- 
torium in Summit. He became affiliated 
with the Equitable as medical examiner 
in Chicago in 1890. Ten years later he 
was appointed medical representative in 
London for European affairs. He was 
made chief director in 1916. In 1918 
and 1919 he served as president of the 
Association of Life Insurance Medical 
Directors. 

Thomas J. Tyne of Nashville, vice- 
president and general counsel of the 
National Life & Accident of that city, 
died Sunday at Passavant Hospital in 
Chicago at the age of 67. He was 
stricken with a heart attack in a taxi- 
cab shortly after he arrived in the city 
from Nashville on his way to the 
Northwestern station where he was to 
have entrained for the Mayo Clinic in 
Rochester, Minn. He was accompaniec 
by Mrs. Tyne and a daughter, Miss 
Catherine. He had not been considered 
seriously ill. 

He with C. A. Craig, chairman of 
the board, President W. R. Wills and 
Dr. R. E. Fort, vice-president and medi- 
cal director, founded the National Life 
& Accident and all have been active in 
it, the tie being unbroken until the pres 
ent. Some months ago Mr. Tyne’s 
son, T. J. Tyne, Jr., assistant general 
counsel of the company, died. Mr. Tyne 
was a director of the American Na- 
tional Bank of Nashville. He was a 
leading member of the bar representing 
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nent clients. He was one of the lead- & o¢ . 

ing Catholic laymen of his city. He J year 

was born there and practiced law in Lin 

Nashville since 1891. He served in the tend 

Tennessee house in 1893 and some ciati 

years later was a candidate for gover- ag 

nor but was defeated. He served as to { 
special assistant to United States at- 

torney general during the post-war in- R 

vestigation into the Old Hickory pow- life 

der plant cases, These were personal B & 

injury suits arising out of the operation at. 

of the Old Hickory plant by_ the of. 

duPont Engineering Company and the the 

U. S. government from 1918 to 1923. Sk 
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The most brilliant, impressive and re 
striking marriage ceremony of the year 

in Cincinnati was celebrated last Thurs- 

day morning at St. Francis de Sales N 

Church when Miss Margaret Mary Wi 

liams, daughter of President Charles F. he 
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{ Mrs. Williams, was married to Wil- 
Em F. Hershede, one of the partners 
F the Hershede Hall Clock Co., an old 
-<itution of Cincinnati, of which his 
ther js the head. At this high pon- 
‘cal nuptial mass, the celebrant was 
rst Rev. John T. McNicholas, arch- 
Esp of the diocese. There were some 
by of 14 assisting clergy and as many 
her attending: the ceremony, making 
| very impressive ecclesiastical proces- 
‘on, Vice-president C. M. Williams of 
ne Western & Southern Life, a brother 
i the bride, was one of the ushers as 
xere her two other brothers, W. J. Wil- 
liams and James Williams. The music 
yas furnished by the Schola Cantorum 
i Mt. St. Mary Seminary and the 
Musical Art Society of the Newman 


(lub, 200 strong. 






























George H. Brooks, who died as a re- 
alt of leaping into a stone quarry in 
Llanerch, a Philadelphia suburb, re- 
cently, was not in the active service of 
the Pennsylvania Mutual Life at the 
time of his death. He had been retired 
about a year. Previously he was assis- 
nt treasurer of that company. 
























Dr. George B. Van Arsdall, field in- 
sructor for the Equitable Life of New 
York for the last 17 years, who has 
heen with the company for 20 years, is 
retiring next year. He has established 
about 300 schools. He has done much 
in extending the educational -work of 
the Equitable. 


J. T. Thompson of Little Rock, Ar- 

kansas manager Mutual Life of New 
York, has returned to his desk after 
being confined to his home on account 
of illness, 
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President E. D. Duffield of the Pru- 
dential will have completed 30 years in 
the service of that company Nov. 15. 
Accordingly a campaign is being con- 
ducted this month in his honor. 


Bruce E. Hunter, for the past 18 years 
associated with the Farmers & Traders 
Life as supervisor of agents in western 
New York, Massachusetts and New 
Jersey, died. 

J. H. Johnson, Clarksdale, Miss., 
former Mississippi insurance commis- 
sioner, is in a hospital in Memphis, 
suffering from an enlarged thyroid 
gland. 





—e 


James D. Fairchild, whose wife, Mrs. 
Mary A, Fairchild, has been chief clerk 
of the Nebraska department for 20 
years, is dead. He was a musician in 
Lincoln, Mrs. Fairchild has been at- 
tending meetings of the National Asso- 
ciation of Insurance Commissioners for 
a good many years and is well known 
to the business. 


_Roger A. Skinner, 46, in charge of the 
life department of Leedom, O’Connor 
& Noyes Co. agency, Milwaukee, died 
at Johns Hopkins hospital in Baltimore 
of a heart ailment. Expecting to spend 
the winter in Florida for his health, Mr. 
Skinner had gone to Baltimore for an 
fxamination and was stricken with a 
heart attack. He had been in poor 
health for many months. 


.W. H. Gould, consulting actuary of 
New York City, died after an iliness 
ot about 10 days. A native of Canada, 
- came to the United States and about 
3 years ago joined the State Mutual 
uife of Rome, Ga., as actuary. He 
went to New York and made a connec- 
pa with Joseph Froggatt & Co. In 
923 he went with Fred S. James & 
0. as head of the accounting depart- 


ment. In 1935, he returned to consult- 
ing actuarial work. 


——— W. Ragsdale of Houston, 63, 
rei , of the Southwestern  Life’s 
: a in that city, and the oldest agent 
pelea company in point of continuous 
He ice, died at his home in Houston. 
South gan his connection with the 
~outhwestern in 1905. For a time he 





was at Decatur and then was assistant 
agency director at Dallas. In 1918 he 
was transferred to Houston to establish 
the branch office and managed it until 
his death. 


Walter C. Rhodes, state manager 
Business Men’s Assurance, Madison, 
Wis., has been reelected president of 
the Nakoma Country Club. 


George L. Hunt, vice-president of the 
New England Mutual Life, is visiting 
Denver this week. Isadore Samuels, 
Denver general agent, had a luncheon 
meeting for his agents and Mr. Hunt on 
Thursday. 


W. C. Schuppel, executive vice-presi- 
dent of the Oregon Mutual Life, on his 
return from the American Life Conven- 
tion in Dallas stopped in Los Angeles 
to attend a sales congress of the Rock- 
wood C. Nelson general agency. 


William A. White, New Jersey state 
agent of the John Hancock Mutual Life, 
has rounded out 33 years of continuous 
service with the company, the greater 
part of the time in New Jersey. 


Walter W. Head, president of the 
General American Life, spoke at two 
Arkansas meetings. He addressed the 
Little Rock Rotary Club’s luncheon and 
the Arkansas Education Association’s 
convention at Hot Springs. 


B. H. Brown, president and general 
manager of the Prudential Trust Com- 
pany, Montreal, died. Mr. Brown was 
formerly general manager, of the Lon- 
don & Lancashire life department; 
one of the founders and an ex-president 
of the Insurance Institute of Montreal, 
and was also a past president of the Ca- 
nadian Life Insurance Officers Associa- 
tion. 


J. Wesley Robbins, 40, organizer at 
Salt Lake City for the Mutual Life of 
New York and Albert M. Daly, 39, 
service representative and brother-in-law 
of Mr. Robbins, were killed in an auto- 
mobile accident about 34 miles south of 
Pocatello, Ida. 


J. W. Stewart, who ‘was one of the 
founders and former managing director 
and president of the Monarch Life of 
Winnipeg, died in Toronto at the age 
of 69. He became connected with the 
Imperial Life of Toronto in 1897 and 
was transferred to Winnipeg later. 
There he was a co-founder of Monarch 
Life in 1906. 


R. E. Hatcher of Fargo, one of the 
Hatcher Brothers, who have been state 
agents of the Great West Life in North 
Dakota since 1906, died Oct. 23. For 
a number of years the firm has been 
composed of J. S. Hatcher, with head- 
quarters at Grand Forks, and R. E. 
Hatcher at Fargo. R. E. Hatcher had 
been in excellent health up to a week 
before his death, when he contracted a 
cold which developed into pneumonia. 


Leon D. Cate, 45, special agent of 
the Massachusetts Protective, who wa. 
injured in an automobile accident near 
St. Charles, Ia., is in a serious condi- 
tion in a Des Moines hospital. Although 
there were no witnesses to the accident, 
it appeared Cate’s car struck “soft” 
gravel on the surfaced road near St. 
Charles, Ia., and swerved off the high- 
way. 

At a banquet in Seattle, honoring 
Ray H. Finger, new Seattle manager 
of the Sun Life, and R. A. Jennings, for 
the past year in charge of western Wash- 
ington, now transferred to Portland as 
Oregon manager, attended by the Se- 
attle staff and visiting Sun Life execu- 
tives from British Columbia and east- 
ern Washington, F. D. Macorquodale, 
superintendent of agencies, Montreal, 
presided. Speakers were George T. Bry- 
son, assistant superintendent of agen- 
cies, Montreal; A. L. Wright, Vancou- 
ver manager; O. W. Gross, Spokane 













fered in an automobile accident in In- 
diana early in July. His most serious 
injury proved to be a chest bruise that 
affected a vocal nerve. He is still able 
to speak only in a whisper and it will 
be another five months before the old 
oratorical timbre returns. 


Albert A. Brown, superintendent for 
the Metropolitan Life in Detroit for 
30 years, died suddenly at the age of 78. 


manager; L. T. Clawson, Seattle, man- 
ager group department, and G. , 
Pritchard, Seattle branch secretary. 


W. P. Stalnaker, vice-president and 
treasurer of the Oregon Mutual Life, 
is back at his desk after an eight weeks 
serious illness. He suffered injuries in 
an automobile accident. 


A. O. Eliason, former president of the 
National Association of Life Under- 
writers, who has spent the summer in 
St. Paul, plans to return to California 
about the middle of November. Mr. 
Eliason retired more than a year ago as 
Minnesota state agent of the Minnesota 
Mutual Life. 


Fink Unit No. 1 

KANSAS CITY, Nov. 5—The Leon 
B. Fink unit of the A. M. Embry 
agency of the Equitable of New York 
has been rated No. 1 for the country 
for the year so far, based on the Equi- 
table’s new efficiency basis of rating, 
which takes into account such factors 
as new organization, premiums, cases, 
etc. The Fink unit is not the largest in 
the country. 


E. B. Thurman, Chicago general 
agent of New England Mutual Life, 
has returned to his desk after having 
been confined to the hospital and then 
to his home as a result of injuries suf- 











“Insurance Man, Bah!” 


“Year after year you have sold me life insurance but you 
failed to sell me accident insurance. Now look at me, 
unable to work for weeks, big bills to pay, including pre- 
miums on my life insurance and no money coming in.” 


You don’t want to lay yourself open to any such reproach. 
It is much better business and far pleasanter to distribute 
generous checks when a policyholder or any member of his 
family meets with accidental injury. 


Sell accident insurance to every life insurance policyholder, 
not only to protect him but to protect you and to increase 
your earnings. 


Rate folders describing our series of reimbursement policies 
and striking advertising material available. Telephone our 
local office. 


~Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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LIFE REINSURANCE EXCLUSIVELY 


NEW YORK CITY 




















—_@ DEPENDABLE 
SELLING PLANS 


Berkshire Associates are increasing commission earn- 
ings through the sale of the following leading contracts: 


+ BERKSHIRE JUVENILE INSURANCE. 


* BERKSHIRE BENEFACTOR— 
(Low Cost, Step Rate Policy.) 


* NEW RETIREMENT INCOME PLAN. 
* NEW ORDINARY LIFE CONTRACT. 
* SALARY CONTINUATION PLAN— 


(Providing a minimum income of $100 a month for 12 
months or longer.) 


* SALES STIMULANTS: Direct by Mail Advertis- 
ing—Proposal Forms—lIllustrated Booklets and 


Folders—Blotters and Other Sales Helps. 
@ “ASK ANY BERKSHIRE AGENT” 


BERKSHIRE LIFE INSURANCE COMPANY 


(Incorporated 1851) 
Pittsfield, Mass. Fred H. Rhodes, President 


85th ANNIVERSARY YEAR 
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NEWS OF THE COMPANIES 








Now Going to Million Mark 


Provident Life & Accident of Chatta- 
nooga Votes to Increase Its Capi- 
tal Stock by $200,000 








CHATTANOOGA, Nov. 5.—Appli- 
cation to increase the capital stock of 
the Provident Life & Accident from 
$800,000 to $1,000,000 has been made 
following a meeting of stockholders 
who approved of this proposed increase 
in line with steady expansion of the 
company in all its departments. 

The additional stock, when authorized, 
will be offered to present stockholders 
who are expected to take the quotas to 
which they are entitled. 

Expansion and growth in all depart- 
ments of the Provident, President Ma- 
clellan points out, making the capital in- 
crease timely, is reflected in the figures 
reported at the close of the third quar- 
ter of 1936, showing a gain of $548,121 
in accident and health premium income 
for that period, as compared with a sim- 
ilar period of 1935. This -was the larg- 
est premium gain in any nine months’ 
period in its history. The Provident, 
President Maclellan points out, now 
ranks within the first ten producers of 
accident and health business among 200 
American companies writing this busi- 
ness. Life insurance in force, the rec- 
ords show, has more than doubled since 
1928, going from $35,087,237 to $91,220,- 
569 by the end of September, 1936; 
combined premium income has increased 
in that period from $4,365,248 to $6,500,- 
000 estimated for 1936, it is asserted. 


Central States May Find 
RFC Loan Is Unnecessary 





ST. LOUIS, Nov. 5.—Because of the 
greatly improved financial condition of 
the Central States Life, due to the en- 
hancement of its equity in real estate 
holdings and better earnings on other 
assets, it may not be necessary for it to 
go ahead with the proposed $1,250,000 
loan from the RFC. About a month 
ago directors of the RFC approved the 
$1,250,000 loan, contingent on control 
of the company being placed in the 
hands of trustees to be selected by the 
RFC and the Central States directors. 

Some months ago the Central States 
Life borrowed $1,100,000 from the RFC 
but that loan has been cut to $717,000, 
and it is being reduced at the rate of 
$10,000 a month. If the new loan is 
consummated the balance due on the 
old loan would be paid in full and the 
remainder used to lift a partial mora- 
torium on policy loans and cash sur- 
renders in effect since early in 1933. 
Vice-president A. L. McCormack said 
that the company expects to lift the 
moratorium in part as soon as it possibly 
can, but did not fix a definite date for 
this action. 

Officials of the Central States have 
declined to comment on reports that the 
company may cancel its reinsurance 
management contract with the old 
Home Life of Arkansas. However, 
persons in touch with the situation be- 
lieve there has been some misunder- 
standing by someone in Arkansas and 
that the arrangement with the Home 
Life will continue. 





Continental Life Order Denied 


ST. LOUIS, Nov. 5.—Federal Judge 
Davis has thrown out the suit brought 
by 64 policyholders of the old Conti- 
nental Life of St. Louis against Super- 
intendent O’Malley and the Kansas 
City Life in an effort to set aside the 
reinsurance contract, 

Judge Davis held the federal court 
had no jurisdiction. He said the Con- 





tinental Life no longer has an eXist 

and that Superintendent O'Malley 2 
state official, acting under the order 
Circuit Judge Joynt of St. Louis i 
not subject to legal jurisdiction py g 
federal courts. “ 






























Group Life Insurance |; 


Offered to Agents’ (ly, 





Agents of the Continental Assuran 
Chicago, are offered opportunity to ww 
group life insurance by qualifying { 
the One-Two-O or Phi Nu Phi clyj 
in amounts $2,500 and $5,000, resped 
tively. The qualification period js Ay 
1 to July 31, 1937. Qualifiers will be 
sured for one year without cost to then 
For the present only a one year peri 
is contemplated, Executive Vice-Pres 
dent G. F. Claypool announced, but | 
the plan works out successfully th 
coverage may be continued to club mem 
bers indefinitely. Anyone writing $6,0 
of premiums or otherwise qualifying {g 
the current club year will be eligible 
for the insurance. 

The Phi Nu Phi club is made w q 
the old $250,000 club, the name having 
been changed recently. Two year 
consecutive qualification is required, i 
being planned to offer a Canadian tris Lone 
in 1938 and a trip to the Golden Gat 
Exposition at San Francisco in 1930] L 
The One-Two-O club will meet in Chi. 
cago Sept. 8-10, 1937. 
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° lowin, 

Would Wind Up Company § “hor 

A meeting of stockholders of thee “Se 
Trans-Mississippi Life has been called wi 


for Dec. 29 in Kansas City to act upon 
two proposals to sell all the assets an 
business or to exchange them for stock 
in another company. Trans- Mississippi 
was organized in 1925 and has less than 
$1,000,000 of insurance in force. It is 
headed by Sam E. Busler, who also op- 
erates a general agency in Kansas City. 





Stands Third in Increase 


The Federal Life stood third in per 
centage of increased production for the 
first nine months among 71 companies 
reporting to the Life Insurance Sales 
Research Bureau, having on their books 
about 90 percent of all the ordinary in 
surance in force in the country. The 
figures submitted do not include grou) 
life insurance, a field in which the Fed- 
eral made a great advance this year, The 
figures show the Federal had 37 percent 
increase. 





National Fidelity Examination 

A convention examination has beet 
made of the National Fidelity Life o! 
Kansas City by Missouri, Iowa and 
Nebraska as of July 1. The total i 
come up to that time from Jan. 1 was 
$547,021, disbursements $509,028, assets 
$5,418,278, capital $100,000, net surplus 
$84,237, real estate fluctuation reserve 
$100,000. 


Service Life Case to U. S. Court 


(Oa 
row, 
has t 
tion i 
per \ 
nary 
cific 
chars 
in gt 
form 
with 
The suit brought by A. A. Johnsot 

and other policyholders of the Servitt 

Life of Nebraska, to require the trans. 

fer back to various funds of $575,134 

assets, has been transferred to the fed: 

eral court for Nebraska. The dispute ® 

largely over allocations made in tt 

books of the company after it had beet 

merged with the Union Pacific Asst i 











S 

ance of Omaha, which officers say wet di 
made because funds were found to hav? m 
been improperly distributed by the for h 
mer management. T 
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Passes $600,000,000 Mark 

The American of Galveston , ha , 


passed the $600,000,000 mark in business 











in force. 
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~ an ei eston Imperial Life Head 
: Malley s 

er the or . . 
St: ined kycceeds Morrow as President of Can- 


adian Company—Moore and Parker 


sdiction by 4 Are Advanced 








1 _F. Weston, who had been general 
ce Is eet of the Imperial Life of To- 
ents’ Cluhdiironto for 24 years, has now been elected 









rsident, succeeding G. A. Morrow, 
wio will continue as a director and 


ita ° ° 
inh SSuran airman of the executive committee of 



















plier A NM ine board. Mr. Morrow had been presi- 
Nu Phi WM ent of the Imperial Life for 22 years. 
55,000 | cli’. C. Moore succeeds Mr. Weston 
Deriod ic pies general manager. Heretofore he has 
ers will heen assistant general manager. 

cost to © 7G. Parker, formerly actuary, be- 
© year then mes general manager and actuary. He 
. Vice ra tas been connected with the Imperial 
unced hall Life since 1904. He has served as 
cessfull "I president of the Actuarial Society of 
to club ped America and American Institute of Ac- 
riti tuaries. 

vualivie'n Mr. Weston was elected a director of 


Imperial Life in 1914 and a vice-presi- 
dent in 1934. He is a past president of 
the Canadian Life Insurance Officers 
Association and of the Dominion Mort- 
gage & Investment Association. 
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anadian till London Life Announces New 
olden Gate vs a ye 

co in 1% Lineup in Its Official Staff 
neet in Chi. 





The London Life announces the fol- 
lowing agency appointments: W. F. 
npany Thorne, who has been in charge of the 
eastern and central divisions, now su- 


lg pervises all agencies in the industrial 
‘0 act upafe ranch, assisted by M. G. Hannam and 
assets and C. C. Stewart, inspectors. _F. C. Mor- 
2 for stockMl 10W, formerly group agencies manager, 
Mississippi has taken over the work of field educa- 


s less thangs tion in the ordinary branch. B. R. Hoo- 
ree, It qm Pet will have supervision over the ordi- 

_ tary agencies from Winnipeg to the Pa- 
cific Coast, and in addition will have 
charge of the company’s sales activities 
in group insurance. E. M. Blackie, who 
>ase formerly directed the western agencies 
rd in perf With London and Hamilton, now takes 
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ohnson 
Service 
trans- 
134 of 
1e fed- 
pute 1s 
inthe J. G. PARKER 
d beell 
Assur- _ J. G. Parker, who in the United States 
> were 1S One of the best known of the Cana- 
» have dian life company officials, has just been 
e for- made general manager and actuary of 


is company, the Imperial Life of 
Oronto, Heretofore he has been actu- 
’ 1: He has been connected with the 
mperial Life since 1904. He is a past 
President of both the Actuarial Society 


of America and American Institute of 
Actuaries, 















charge of all the company’s ordinary 
agencies east of Winnipeg. 





Mellen Now Assistant Treasurer 


A. W. Mellen, Jr., has been elected 
an assistant treasurer of the Metro- 
politan Life. 


Hamer to Home Office 


K. D. Hamer, assistant Kansas City, 
Mo., manager of the Union Central, has 
been called to the home office as district 
supervisor of agencies. 





Grogan Resigns Pyramid Post 

KANSAS CITY, Nov. 5.—George L. 
Grogan, vice-president of the Pyramid 
Life in charge of agencies, has resigned. 
He was formerly with the old Federal 
Reserve Life. The Pyramid expected 
to announce a successor this week. 


Moller With Globe Life 


Paul D. Moller has been named di- 
rector of agencies for the Globe Life 
of Chicago. He has had 25 years ex- 
perience in field and home office work 
and will have charge of building agen- 
cies and field force units for the Globe. 

He began with the Illinois Life in 
1912 and became superintendent of 
agencies in 1930. He later served as 
field supervisor with the Central Life 
of Iowa until the fall of 1934 when he 
joined the Illinois Bankers as _ field 
supervisor, which position he held until 
his present appointment. 











NEW YORK NEWS 

















N. Y¥. UNEMPLOYMENT FUND 


Contributions of New York employ- 
ers to the New York state unemploy- 
ment insurance fund received to date 
total $20,048,898, representing 1 percent 
of payrolls of 78,000 establishments em- 
ploying 2,500,000 persons qualified to 
receive benefits under the act. All 
money is deposited to the account of 
the state in the unemployment trust 
fund of the Treasury Department at 
Washington, and no withdrawals can 
be made except on order of New York, 
and for the sole purpose of paying un- 
employment benefits, 

* *« * 
FASER’S FIRST UNIT MANAGER 


Henry M. Faser, Jr., general agent 
in New York City of the Penn Mutual 
Life, has appointed T. C. Snow as unit 
manager. The agency was established 
not quite a year and a half ago. Mr. 
Snow joined the agency in April, 1936, 
and has paid for $144,000 on 42 cases 
since then. He has paid for five lives 
a month six months out of the seven 
and has four times made the Leaders’ 
Club by paying for $20,000 or more a 
month. He is a graduate of Dartmouth, 
class of 1931 and was for four years in 
the plumbing supply business in New 
York City. 

* *K * 
BOOKSTAVER OFFICE AHEAD 


For October, an increase of 45 per- 
cent over the same period in 1935 is 
shown by the J. D. Bookstaver Agency 
of the Travelers in New York City. 
Much of these results are attributed to 
the personal popularity of Elias Klein, 
manager of the agency, in whose honor 
a production campaign is in progress 
on the occasion of his 25th anniversary 
with the agency and with the Travelers. 

* * * 
MYRICK AGENCY FIGURES 


The Julian S. Myrick agency of the 
Mutual Life of New York in New York 
City paid for $2,035,879 in October as 
compared with $2,368,360. For the year 
paid business was $18,773,384 as com- 
pared with $27,592,581. 


AMERICAN 
CENTRAL | 
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INDIANAPOLIS, INDIANA 








@ Serving in the life insurance field through 
wars, epidemics, panics, and depressions 
since 1899. 
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Head Office—Winnipeg, Canada 


Business In Force Over $570,000,000 
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SALES MEETINGS 





Coast Gatherings Are Held 


Northwestern Mutual Officials Attend 
Annual Regional Meetings in Los 
Angeles and Portland 








Approximately 125 general agents and 
agents attended the Northwestern Mu- 
tual Life’s annual regional meeting in 
Ios ‘Angeles with R. J. Shipley, general 
agent at San Francisco, presiding. W. 
K. Murphy, general agent at Los An- 
geles, welcomed the visitors. Grant L. 
Hill, director of agencies, gave an in- 
teresting talk, presenting greetings from 
the home office and directing attention 
to outstanding production records 
achieved in the region. 

U. H. Poindexter, assistant director 
of agencies, talked on “Let’s All Do 
Whatever It Takes.” He outlined the 
program covered at the last annual 
meeting and the value to the agent in 
attending the convention at the home 
office. 

W. H. Hopkins, Sacramento, talked 
on “Selling Women and Children,’ ex- 
plaining his various methods of obtain- 
ing prospects, following up of leads and 
the sales talks which have been found 
most successful. 

At the second session C. S. McMar- 
tin of Phoenix presided. J. T. Gallagher, 
superintendent of claims, discussed op- 
tional settlements in his talk, “At the 
End of the Policy Trail.” F. K. Potter, 
Stockton, spoke on “Selling Income In- 
surance.” Mrs. Loraine T. Yates of Los 
Angeles gave a testimonial as a bene- 
ficiary, and the session closed with a 
talk by Mason B. Boys of San Diego 
on “Selling Family Income Insurance.” 

At a banquet W. K. Murphy, Los An- 
geles general agent, presided. “The 
Northwestern, Your Trustee,” was dis- 





cussed by Edmund Fitzgerald, vice- 
president. 

At the last session J. H. Kemp, 
Stockton, presided. A. C. Duckett, Los 
Angeles, talked on “Business Insur- 
ance.” Leonard M. White, San Fran- 
cisco, discussed “Sales Builder in Ac- 
tioi.’ U. H. Poindexter, assistant di- 
rector of agencies, talked on “Fear.” At 
a luncheon J. A. Carlson, Oakland, pre- 
sided. Grant L. Hill, director of agen- 
cies, spoke on “You, Incorporated.” 


GATHER AT PORTLAND 


Another regional gathering of the 
Northwestern Mutual Life was held in 
Portland, Ore., with 100 present. In 
addition to the same home office men 
Earle M. McCoskey, Tacoma, who 
spoke at Los Angeles, talked on “‘Busi- 
ness Insurance;” Roy G. Knudson, Se- 
attle, “Sales Builder in Action;” R. E. 
Pearson, Portland, “Selling Retirement 
Insurance,” P..H. Acton, Salem, ‘“Sell- 
ing Women and Children” and Robert 
Jahnke, Yakima, “Selling Income In- 
surance.” L. F. Larson, Portland, was 
host. 





Prudential Agents in West 
in Big Gathering at Chicago 





The Prudential held a three-day re- 
gional conference at Chicago which was 
attended by some 500 agents from the 
middle west and a delegation of several 
home office officials. These included 
Franklin D’Olier, George H. Chace, vice- 
president in charge of ordinary agencies; 
Henry Sutphen, first vice-president in 
charge of all agencies, and J. P. Macken, 
second vice-president, all of whom 
spoke. 

The sessions were largely devoted to 
affairs of the ordinary department, al- 
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OPPORTUNITY FOR 
LIFE UNDERWRITERS 


Because of a constantly expanding service to 
policyholders and field men; vigilant scrutiny 
and selection of investments; officers, outstand- 
ing in their ability as life insurance leaders, 
who devote their entire time and attention to 
the company; field men of the highest type; 
the Peoples Life is in position to offer you real 
opportunity, whether you be an experienced 
life underwriter or the man who wishes to get 


If you are interested in a company giving you 
the breaks, you will find it pays to be friendly 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT 
ltl 


INDIANA 





though a day was given over to a joint 
meeting with representatives of the in- 
dustrial department. Manager A. Van 
Goldman of the Chicago ordinary 
agency made several addresses during 
the meeting, first discussing sales meth- 
ods and then the social security act in 
relation to life insurance. 


General Agents’ Regional Meet 


A two-day regional meeting of Con- 
necticut Mutual general agents is being 
held this week in Chicago. Vincent 
Coffin, superintendent of agents, and F. 
O. Lyter, assistant superintendent, are 
on hand from the head office. 


Washington National Convention 


The 1936 home office convention of 
the Washington National, to be held 
Dec. 14-16, with headquarters at the 
Orrington Hotel, Evanston, Ill., in ad- 
dition to the usual convention features 
will include a celebration of the com- 
pany’s silver anniversary, a housewarm- 


recorded. 











ing in connection with the remoyg 
new home office quarters in the W,9 
ington National building in Evanst 
a Chicago suburb, which will pe a 
summated before the convention 7 
special exercises honoring the meme 
of the veterans’ league. The atte 
ance is expected to be the largest a 

















Rewarded for Production 


As _ a reward for their productiy 
record in October, representatives of th 
St. Paul branch of the Great-West Lif 
were guests of H. W. Manning, assistay 
general manager, at a dinner Noy, 4 

















Hold Schools of Instruction 


Bankers Life of Des Moines will hol 
two junior schools of instruction jn Jan 
uary. The first will be held Jan. 19; 
in Cincinnati, for members of east 
agencies, and the second in Kansas City; 
Jan. 15-16, for salesmen from west 9 
the Mississippi. 


























As SEEN FROM CHICAGO 


HAS 23 PLUS SIGNS 


The life department of W. A. Alex- 
ander & Co. of Chicago, which repre- 
sents the Penn Mutual, in each of the 
last 23 months has shown an increase in 
production as compared with the com- 
parable month a year previous. October 
was the 23rd month. The agency is par- 
ticularly eager to increase this record 
to 26 or 27 months if possible. Pre- 
viously the longest such period of con- 
sistent plus signs, since the company 
began recording results on this basis, 
was 26 months which was the record of 
the Rene Banks agency in Cleveland. 

* *K * 

INSURANCE STOCK QUOTATIONS 

H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Tile <s.... 10 -60 29 30 
Bank. Nat. Life. 10 1.00 23 26 
Build. Life, Ill.. 1 ane 1 3 
Central Life, Ill. 10 ais 9 aes 
Cent. States Life 5 noe 3 5 
Columbian Nat..100 4.00 80 90 
Conn. Gen. Life. 10 .80 34 35 
Cont. Assurance. 10 2.00 38 40 
Farm. & Traders.100* 12.00 210 225 
Fed, Life, Chgo.. 10 sere 8 ae 
Girard Life .... 10 -40 10% 12% 
Great Nor. Life. 10 nate 4 a 
Great South. Life 10 2.50 32 35 
Life & Cas., Tenn. 2 cas 15 17 
Elfe Of V8..00 20 3.00 75 85 
Lincoln National. 10 1.20 26% 27% 
Natl. Life & Ac.. 10 1.60 5 75 
Northw. National 5 Broke 15% 17 
North Amer, .... 2 ieee 3% 4% 
Ohio National .. 10 1.00 20 24 
Ohio State Life..100 10.00 225 eee 
Old Line Life... 10 .60 16 ae 
Pacific Mutual... 1 = 3 4 
Peoples Life, Ind. 10 .60 15 23 
Philadelphia Life 10 y 3% 4% 
Rockford Life... 10 4 8 
Sun Life, Can...100 ee 590 615 
TTOAVCIOTS: 66sec 0 16.00 505 510 
Union Central... 20 1.20 35 45 
Wisconsin Natl.. 10 50 16 18 

* * * 


VAN GOLDMAN REARRANGES STAFF 


A number of changes in the staff have 
been made by Manager A. Van Gold- 
man of the Prudential’s ordinary office 
in Chicago. T. J. Connell, assistant 
manager for the last two years and con- 
nected with the company for seven 
years, has resigned to concentrate on 
personal production in the office. Rob- 
ert J. Cameron, assistant manager, has 
been placed in charge of all brokerage 
business and Assistant Manager S, A. 
Kent in charge of the full time staff. 
Two full time agency assistants have 
been appointed, Robert Murphy being 
assigned to assist Mr. Kent and Don 
Alford to assist Mr. Cameron. 

HEIFETZ ONE-DAY DRIVE 


The results that can be obtained in 
a one-day sales drive were again dem- 
onstrated by the Samuel Heifetz Chi- 
cago agency of the Mutual Life of New 
York, 30 of whose men turned in 72 
applications from 8:30 a. m. to 7 p. m. 








The day started with a pep meeting 
8 o'clock. Half an hour later the 
agents started out. Each agent was ip 
structed to telephone the office every 
half hour and report. At each half hou 
period throughout the day, at least one 
application was reported as having beeh 
signed. The men returned to the office 
at 7 o’clock for a supper. 












* OK 
NAME SEXAUER & KRUEGER 


Sexauer & Krueger, real estate and 
management concern on the south side 
of Chicago, has been appointed general 
agent for the Reliance Life. They have 
organized a life department in charge 
of J. E. Rawles and Jay Overholser, 
who have been connected with the Reli- 
ance Life in the Illinois department in 
Chicago as producers for several years. 

* *K * 













MAYOR KELLY LAUDS RECORD 


J. H. Rowe of Chicago, leading sales- 
man of the Bankers Life of Iowa this 
year, prizes a letter of congratulation 
on his good work, sent to him by Mayor 
Kelly of Chicago. Having learned of 
Mr. Rowe’s position of leadership Mayor 
Kelly wrote, in part, “An accomplish- 
ment such as this reflects credit on Chi- 
cago itself, and, as mayor, I feel that it 
is worthy of official recognition and 
commendation.” 
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ling sales- 
Iowa this 


W. L. HATHAWAY 


section and northern part of the state. 
ratulation MBH. B. Cadwell, manager at Pueblo, 
by Mayor @§Colo, will be transferred to Oakland 
-arned of @Mas manager. 

ip Mayor Mr. Hathaway is completing 46 years 
complish- with the Mutual Life, all but seven as 
t on Chi- #Ja manager. He began as agent in 1891 
el that it #fat San Francisco. Seven years later 
tion and he was made manager at Albuquerque, 

N. M., remaining until 1903. He is the 
last active manager formerly acting as 
general agent and the dean of the Mu- 
tual Life’s managerial staff. 

He took charge of the San Francisco 
agency a few months before the earth- 
quake and conflagration. He is a rec- 
ognized leader in his territory and na- 
tionally, _ He was a founder of the first 
world’s insurance congress during the 
Panama-Pacific Exposition in 1915, of 
which he was a commissioner. 
















Hay’s and Cadwell’s Records 





Mr. Hay has been agency organizer 
since 1928 in the 111 Sutter street 
branch at San Francisco. He joined 
the company in 1918 as an agent under 
Mr. Hathaway. He was a member of 
the $250,000 Field Club and on the 
leaders’ lists, 

— Cadweli has been manager at 
Pueblo for four years. The new agency 
lh 801 Financial Center building, 
te Mr. Cadwell joined the Mu- 
diner ife at Pueblo in 1912, becoming 
- ped Manager in 1915 and manager 
pole He has been a member of the 
**90,000 Field Club and frequently on 
the leaders’ lists, 





Bankers Life Iowa Changes 


we Anderson, formerly of Stanton, 
pod as moved to Red Oak, Ia., to be- 
Lif € district manager for the Bankers 

€ of Iowa. He succeeds F. H. Peter- 


© sor : 
F 1 who is now agency manager at 
10ux City, i 























Succeeding Rodruck, who Forms 
Tacoma Agency 





A rearrangement of agency territory 
in western Washington has been an- 
nounced by Mutual Trust Life with 
J. M. McGovern succeeding R. C. Ro- 
druck as manager at Seattle. Head- 
quarters are 216 Insurance building. 

Mr. McGovern has had 21 years’ ex- 
perience in life insurance including 10 
years as special agent at Fargo, N. D., 
for the Northwestern National Life, 
and 10 years there and later at Minne- 
apolis for the Central Life, in which 
he was state manager. The new man- 
ager spent the last year as a broker in 
Minneapolis. 

Mr. Rodruck has been transferred to 
Tacoma where with the former district 
manager, Fred Mackle, Jr., he has 
formed the general agency of Mackle 
& Rodruck, which will have charge of 
all of western Washington south of 
and including Tacoma. 

Philip B. Steele has been appointed 
manager for western Massachusetts, 
with offices at 1200 Main street, 
Springfield. He has had 10 years of 
sales experience with the Mutual Bene- 
fit Life. He is a former director of 
Springfield Life Underwriters Associa- 
tion and has a wide acquaintance in 
western Massachusetts. He is an alum- 
nus of Boston University. 





Hassell Charlotte Manager 


Is Named by Union Central as Succes- 
sor to Crawford in North 
Carolina 


Charles M. Hassell of Charlotte, N. 
C., was named manager for the Union 
Central, succeeding J. W. Crawford. He 
has had long business and life insurance 
experience. 

Mr. Hassell was born in Cross Hill, 
S. C., and educated at Franklin College, 
Fredericksburg, Va. After war service 
he was employed by a highway construc- 
tion company at High Point, N. C., and 
in 1926 settled in Charlotte, entering the 
real estate business. In 1931 he joined 
the Charlotte agency of a large eastern 
life company. 

For four years Mr. Hassell was an 
agent with substantial volume, then he 
was appointed supervisor in the agency. 


To Open Detroit Office 


The Occidental Life of Los Angeles 
plans to open a policyholders’ service 
office in Detroit shortly to service its 
considerable volume of life business ac- 
quired from companies it has taken over. 
It is reported that 70 percent of the 
business has been kept on the books 
without service and the company hopes 
to retain a greater percentage by open- 
ing the office. The company was re- 
cently licensed in Michigan. 








Estes Is Shugg’s Assistant 


Wellborn Estes has been named as- 
sistant to General Agent Arthur P. 
Shugg of the Aetna Life in St. Louis. 
Mr. Estes has been a consistent pro- 
ducer for 12 years. He was born in 
Alameda, Cal., and later moved to St. 
Louis with his parents. He attended 
Cornell University. 


Colson and Stumb Appointed 


P. O. Colson, former manager of the 
Ohio department of the Reliance Life, 
has been made manager of the Florida 
department with offices at Jacksonville. 
C. E. Stumb, former assistant superin- 
tendent of agencies, Pittsburgh, has 
been made manager of the Ohio depart- 
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SUN LIFE ~~ 
~~ OF CANADA 


CHARACTER 


FOR SIXTY-FIVE YEARS, the Sun Life has served 
its policyholders throughout the world with 
unremitting and conscientious devotion to 
those unerring principles which have estab- 
lished the high traditional purpose of Life 
Insurance. 





FOR SIXTY-FIVE YEARS, the Sun Life has been 
the trusted custodian of the happiness and 
security of thousands of beneficiaries in every 
part of the globe. 


FOR SIXTY-FIVE YEARS, the Sun Life has met 
every obligation with promptness and gen- 
erosity, and has proved its strength in time of 
direct need. 





THERE'S A SUN LIFE POLICY FOR EVERYONE 
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ment with offices at Cleveland. Prior to 
going to the home office Mr. Stumb was 
with the Reliance at Oklahoma City and 
Memphis. 


Petersen with Union Central 


Keith J. Petersen has been appointed 
St. Paul unit manager of the Union Cen- 
tral Life. He has been with the Met- 
ropolitan Life and with the Great-West 
of Canada. 


' Barton Takes Toledo Post 


Edgar O. Barton has been appointed 
general agent at Toledo of the Conti- 
nental American Life. 


Méad Succeeded by Baldwin 


Charles Mead, Canada Life manager 
for southern Saskatchewan since 1923, 
has retired. He is succeeded by C. E. 
Baldwin, acting branch manager, with 
headquarters in Regina. 











Weaver Gives Talk 


Samuel P. Weaver, president of the 
Great Northwest Life, spoke at the 
meeting of the Spokane, Wash., Blue 
Goose on “Constitutional Amendments.” 
The Blue Goose is an organization of 
fire insurance field men. 











Transferred by Central 
Life of Iowa to Detroit 











Lantz L. Mackey has been named gen- 
eral agent in Detroit for the Central Life 
of Iowa. He was previously a general 
agent for the company in Fort Dodge, 


a. 

H. W. Weston, former Detroit gen- 
eral agent, has withdrawn from active 
agency work to conserve his health and 
will devote his time to personal pro- 
duction. 

Mr. Mackey became associated with 
the Central Life in 1930 as a producer. 
Later he was appointed general agent 
in Webster City, Ia., and in 1934 when 
his territory was enlarged to include the 
Fort Dodge district he moved his head- 
quarters to Fort Dodge. He is president 
of the Central Life Leaders Club and 
was the 1936 president of the Fort 
Dodge Association of Life Underwriters. 


L. C. Roberts has been appointed dis- 
trict agent for the Equitable Life of New 
York at Columbia, Mo., succeeding E. W. 
Merrill, who has become a unit manager 
at Kansas City. Mr. Roberts has been 
with the company for the last four years 














ACTUARIES 








CALIFORNIA 


Barrett N. Coates Cari E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 











CONNECTICUT 
Frederic S. Withington 


Consulting Actuary 
317 Willow Street 
New Haven, Conn. 
Telephone 5-6231 











ILLINOIS 


DONALD F. CAMPBELL 
Consulting Actuary 


160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 





at Stewartsville, Mo, 
INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 





























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 























MISSOURI 


ALEXANDER C. GOOD 
Consulting Actuary 


Central Missouri Trust Company Building 
Jefferson City, Missouri 




















NEW YORK 











Specialty, Income Taxes of Insurance 
Companies 
WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
111 West Monroe Street, Chicago 
Organisation, Management, Tax Service 
Washington Office Investment Bldg. 














CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 
120 South LaSalle Street, Chicago 


31 Chase S. Conover Telephone 
Walter C. Green FRAnklin’ 3868 


| 


















HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 

Telephone Franklin 4020 




















MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 

















Established 1865 by David Parks Fackler 
FACKLER and BREIBY 
Consulting Actuaries 


Edward B. Fackler William Brethy 
8 WEST #TH STREET NEW YORK 

















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


wartz, 


E. P. 
THE BOURSE PHILADELPHIA 








‘in the 














NEWS OF LIFE 


ASSOCIATIO 





Pittsburgh Association to 
Hold Second Sales Seminar 


The second sales seminar sponsored 
by the Pittsburgh Life Underwriters 
Association will be held Nov. 13. An 
attendance of nearly 300 is expected. 

Three meetings will be held simul- 
taneously, starting at 4 p. m. At the 
conclusion a general meeting will be 
held. Subjects for discussion are: (1) 
How I Get Cash With Applications. 
(2) How I Achieved Steady Production. 
(3) How I Place Ordinary Insurance on 
the Breadwinner in the Industrial Home. 

Leaders for the various groups will 
be specialists in the fields on which they 
will speak. 





* * * 


Harry T. Wright to Speak 

Harry T. Wright, chairman of the 
1936 Million Dollar Round Table and 
assistant manager of the Equitable Life 
of New York in Chicago, will speak on 
“What It Takes to Do a Job” at the 
New York City Life Underwriters’ As- 
sociation’s dinner meeting Nov. 12 at 
the Hotel Pennsylvania. The other 
speaker will be Herster Barres of the 
Clifford L. McMillen agency of the 
Northwestern Mutual Life in New York 
City, who will talk on “A Young Man 
Looks at Life Insurance.” Mr. Barres 
is only four years out of college but 
paid for more than $700,000 in 1935, He 
was an outstanding football player at 
Yale. 

* k x 


Discuss California Legislation 

SAN FRANCISCO, Nov. 5.—An in- 
formal legislative meeting of repre- 
sentatives of the California Association 
of Insurance Agents, California Asso- 
ciation of Life Underwriters, San Fran- 
cisco Life Underwriters Association and 
Insurance Brokers Exchange  dis- 
cussed preliminary plans for bringing 
about closer working agreements on 
legislative matters upon which the 
group may determine to become active 
interests of producers in all 
branches of the business. 


* Ok Ok 
Plan for Michigan Meeting 


Preliminary plans for the annual con- 
vention of the Michigan State Associa- 
tion of Life Underwriters, to be held 
in Ann Arbor the first week in May, 
were made at a conference of state as- 
sociation officers in Ann Arbor, pre- 
ceding the regular monthly luncheon of 
the Ann .Arbor association. 

Among those who participated in 
the conference were H. W. Florer, 
Aetna Life, Grand Rapids, president; 
H. B. Thompson, Detroit, executive 
secretary-treasurer; G. E. Lackey, 
Massachusetts Mutual, Detroit, regional 
vice-president for southeastern Michi- 
gan, and a group of local committee- 
men including Fred Evans, New York 
Life, secretary of the Ann Arbor as- 
sociation. 

* * * 


Philadelphia—Plans are being made 


for celebration of the _ association’s 
golden jubilee on Jan. 14. 

*x* * * 
Norfolk, Va.—Robert G. Richards, 


agency secretary Atlantic Life, discussed 
life insurance advertising methods, Di- 
rect mail, outdoor and other form of ad- 
vertising are worth while and get results 
if properly handled. 

* kK x 

Northern New Jersey—A. V. Young- 
man, Mutual Benefit Life, New York 
City, will speak Nov. 9 in Newark. 

* * * 

Madison, Wis.—Knowledge without 
experience will not train or condition 
one for a continuous flow of life insur- 
ance production, was the keynote of the 
talk given by Louis Behr, Equitable Life 
of New York million dollar producer 
from Chicago, at a homecoming ban- 
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quet in his honor sponsored by the 
son association. ' 

“It is very important to be Sroundeg 
the knowledge and background of 
life insurance business,” he sgaiq % 
this knowledge alone, without the « 
periences of success and failure, js , 
enough to train one for success jp y 
insurance business.” Mr. Behr js an JU 
versity of Wisconsin graduate ang , 
captain of its basketball team in 1924 

* * * 

Spokane, Wash.—Arthur Gan 80 
Equitable Life of New York, was elect 
president to fill the vacancy causeq 
the resignation of Horace Hathaway ¢ 
to illness. 



















* * 
Boston—Charles C. Gilman, Natioy 
Life of Vermont, has been reelected y 
tional councillor. The association 4 
played the silver cup presented the, 
sociation for having made next to 
largest gain in membership the Da 
year, jumping from 526 to 1,148, 


* *K x 
Cleveland — Henry Grossman, distr; 
manager John Hancock Mutual Life, D 
troit, will speak Nov. 13 
The association has started a vigof 
our membership drive under the chai 
manship of Vice-president Lloyd § 
Haggerty. 


















feulties 
tractus 
point V 
watch | 
ral in 
mbers 


Pr 











* * OX 
Albany—The New York state associg 
tion will hold its fall business meetip 
here Nov. 13. 
* * x 
New Orleans—Miss Eunice C. Bush ¢ 
Plaquemine spoke at the monthly lunch 
eon meeting. ‘The correct mental atti 
tude toward yourself, your associates | 
the business world and the world in gen 
eral,” Miss Bush said, “is the best insur 
ance toward success.” Fred Le Lauri 
reported on the National associatio 
convention, 
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* * x 

Little Rock, Ark.—Members were in 

vited as guests at the meeting of th 

Rotary Club held on Nov. 5 to hea 

an address by Walter W. Head, presiden' 
of the General American Life. 
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General 
Agency Openings 
for Illinois 


Liberal first year commission] 
and non-forfeitable renewal 
commission. 





Assistance in the Field, Home 
Office co-operation, Radio 
Advertising. 


Writing complete line of Mod: 
ern Policies, all standard pro- 
vision. 

Ages 0-65. 


Double Indemnity, Triple In- 
demnity, Disability, non-med- 
ical. 




















For particulars write 


BUILDERS LIFE 
INSURANCE COMPANY 


BUILDERS BLDG. 
228 No. La Salle St. | CHICAGO 


WBBM every Sunday 12:45 daylight 


savings time. 
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16 gai — 
rithout a Societies 

failure, is 
Behr t in ment of renewal commissions to 
duate pe al field men is being increasingly 
€am in 1999 fambed by the societies’ actuaries who be- 

that the resulting conservation will 

Ur Gangofily justifly the extra commissions. A 
rk, was oled ser of the societies in changing to 
NCY Caused jamey, percent basis have had their load- 


increased to allow for the payment 
renewal commissions. _ 
Fraternal field men, it is felt, should 


Hathaway a 


man, Nationiilie the same incentive to write persis- 
oor business and then follow it up to 
sociation amet 

ented thes eit stay on the books that agents 


commercial companies have. At the 


e Next to t , : P 
hip the pagamme time agency-minded actuaries also 
» 1,148, | that there should be no diminution 
the fraternalism angle in selling. “In- 
man, distridllmance with a heart” has been called 
tual Life, pgm essence of the fraternal appeal. 
ted a vwio,,mmnpective members are shown how 
2 Vigom™. lodge helps members who are in 
© chai ulti hough they have no 

it Lioya gumcullties even thoug y 
~ BB siractual rights to any help. In fact, 
point which fraternal actuaries have 
tate associgm vatch closely is a tendency to be too 
ness meetingameral in the matter of donations to 
mbers who are down on their luck, 

e C. Bush Problem in Juvenile Field 
mired y:. Some kind of effective conservation 
Ussociates iqmmerk iS extremely necessary in the juve- 
orld in genamie field. The lapse rate there is very 
> best insulMich, In some cases it runs up to 90 
= Laurifrcent, This is largely because a lot of 
Ssociatiogivhusiasm is worked up to get the 
png people in, and then they lose in- 
rs were ingmerest and the next year their insurance 
ting of tha not renewed. Something must be 


5 to heaiine either to carry over some of this 
. Presiden™inthusiasm to the second year or else 
‘i ot go to the expense of putting busi- 
6s on the books which is certain to 
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These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 
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Operating for forty-six years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 


tana, Nevada, Utah, and Wyo- 
ming. 


FE 


NY 


Write for particulars and 
open territory to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
DENVER, COLORADO 
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be short-lived, and hence represent a 
high acquisition cost. 

Low average size of policies is some- 
thing of a problem to fraternal societies. 
Most fraternal policies are under $1,000, 
and while the vast majority are col- 
lected on a monthly basis through the 
lodge, there is no loading for this 
monthly premium service as a commer- 
cial company would have. Collecting 
premiums through the lodge is an eco- 
nomical process, but the monthly collec- 
tion as against annual represents some 
expense, probably around 10 or 15 cents 
a month on any policy of $1,000 or less. 
Many actuaries believe it is a mistake 
to permit members to take policies for 
as little as $500. If they are allowed to 
join the lodge on condition of taking 
as little as $500 of insurance, they are 
not likely to take a larger amount. Some 
lodges will accept a member who takes 
as little as $100 of insurance. 


“Social” Memberships Bad 


The writing of “Social” memberships 
is a bad idea from an insurance stand- 
point, and it cuts heavily into the poten- 
tial insurance volume as well as promot- 
ing a certain amount of selection against 
the insurance fund, since the tendency 
of those in poor health will be to take 
insurance and those in good health to 
do without it. The opposite procedure, 
that of not making lodge membership a 
condition of taking insurance, is open 
to the latter objection to some extent, 
and for various reasons has not gained 
much headway. The fraternalism angle 
is a large part of the sales appeal in 
selling fraternal insurance, and leaving 
the lodge angle out of the picture con- 
siderably diminishes’ the attractiveness of 
the coverage which the fraternalist is 
accustomed to sell. 


Hear Modern Woodmen Case 


Hearing of a suit involving the right 
of the Iowa department to collect pre- 
mium tax from the Modern Woodmen 
was started before a three-judge federal 
court in Des Moines. This is a test 
case affecting all fraternals operating in 
Iowa. The department sought to col- 
lect about $36,000 from the Modern 
Woodmen for 1935, but a temporary in- 
junction was granted the society. As- 
sistant Attorney-General Ryan repre- 
sents the department. 


MANAGER 


ASSOCIATION 


McTaggart Denver Head 


DENVER, Nov. 5.—Glen McTaggart, 
Prudential, was elected president of the 
Life Agency Managers Association at 
the annual meeting. Other officers are: 

O. Andrews, Union Central, vice- 
president; George A. Stoecker, Travel- 
ers, secretary; E. L. Metcalfe, National 
Life of Vermont, and T. S. Pointer, 
Home of New York, directors. 

















Ireland Cleveland Speaker 


J. S. Ireland, superintendent of agen- 
cies Sun Life of Canada for the eastern 
United States, spoke before the general 
agents group of the Cleveland Life Un- 
derwriters Association on “Quality and 
Quantity,” analyzing the business brought 
in by Sun Life agents. 





Gives Layman’s Viewpoint 

Robert L. McCourt, president Los 
Angeles Chamber of Commerce and ac- 
tive in civic enterprises, spoke to the 
Life Insurance Managers Association of 
Los Angeles. He discussed the lay- 
man’s point of view concerning life in- 
surance and the psychology of selling, 
together with the relation of the life un- 
derwriter to the community at large and 








its problems. A nominating committee 
to select officers for election at the next 
meeting was appointed. 


Equitable’s Persistency Record 

The Equitable Life of New York re- 
ports that the second year premium 
persistency record for the first nine 
months is 92.5 percent, the best show- 
ing thus far made by the company for 
any nine months since the establish- 
ment of these records was started a 
number of years ago. The leading 16 
agencies had a rate of 95 percent or bet- 
ter and there were 48 agencies whose 
rate was better than the company’s 
average. 





Deal for Substandard Lines 


One of the large mutual companies 
that does not accept rated business has 
been operating under a deal with a non- 
par company that does quite a sub- 











standard business. Rated business sub- 
mitted by agents of the mutual com- 
pany is referred to the non-par institu- 
tion. If the business is accepted by the 
later institution and that company’s pol- 
icy is acceptable to the applicant, then 
the matter is finished. If, however, the 
applicant is “sold” particularly on the 
mutual company, then that company is- 
sues its policy and reinsures the entire 
risk with the non-par company. . This 
arrangement is reported to be working 
out very well and is a popular one with 
the agents of the mutual company. 


Alliance Life Increasing Capital 
The Alliance Life of Peoria, IIl, 
which took over the Peoria Life, has 
filed notice of amendment to its charter 
to increase its capital from $493,750 to 
$600,000. The new stock will have a 
par value of $1 a share and will be sold 
at $4. The Illinois department has ap- 
proved the subscription contract. 


BRADLEY C. MARKS 
Grand Master Workman 
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Insurance Contracts 


ORDINARY LIFE 
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ENDOWMENTS 
FAMILY INCOME 
JUNIOR INSURANCE 
DOUBLE INDEMNITY 


Non-cancellable Sickness and Accident Insurance. 
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Home Office - Fargo, North Dakota 
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‘NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes im 


Policy Literature, Rate Books, etc. 


Supplementing the “Unique Manual- 


t”” and “‘Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Provident Mutual Recasts Scale 


Policy dividends for 1937 representing 
a slight amount of gross increase over 
the 1936 scale are announced by the 
Provident’ Mutual Life. While the 
changes are small there has been a re- 
casting of the entire dividend scale to 
adjust for improved mortality savings 
and less favorable interest rates. Gen- 
erally speaking there is a slight increase 
on early policy years and a slight de- 
“ crease where the earnings on the reserve 
are a bigger factor. On ordinary life 
except at the higher ages the total divi- 
dends for 10 and 20 years are greater 





Ordinary Life 


than under the 1936 scale. On 20-pay- 
ment life the mortality and interest 
changes almost neutralize each other. 
The effect is greatest on short term en- 
dowments because of the larger invest- 
ment element. There is a reduction on 
the 20-year endowment at nearly all 
points. There is also a reduction on cur- 
rent issues of retirement life income 
policies which becomes a little heavier 
on older contracts. The interest on op- 
tional methods of settlement remains at 
4 percent. 

Examples of the new and old divi- 
dends follow: 

20 Pay Life 





20 Year a. 


Age at 1st 10th 20th 1st 10th 20th 1st 10th 0th 
Issue Year Year Year Year Year Year Year Year Year 
20 1937 $3.95 $5.14 $ 6.73 $ 4.37 6.28 $ 8.74 $ 5.24 $ 8.59 $12.83 
1936 3.74 4.81 6.24 382 6.31 9.08 5.49 9.33 14.83 

30 1937 -50 5.97 7.75 4.96 7.13 9.77 5.71 8.98 13.00 
1936 4.33 5.71 7.40 4.95 7.22 10.27 5.93 9.63 14.84 

40 1937 5.25 7.04 9.92 5.72 8.14 11.46 6.29 9.44 13.28 
1936 5.02 6.80 9.97 5.64 8.23 12.22 6.38 9.92 14.88 

50 1937 6.41 9.59 13.23 6.81 10.35 13.52 7.14 10.66 13.75 
1936 6.11 9.62 13.64 6.62 10.61 14.38 7.03 11.39 14.96 

60 1937 9.19 13.64 18.07 9.38 13.83 16.07 9.48 13.93 15.85 
1936 9.11 13.86 18.08 9.35 14.14 16.21 9.48 14.29 15.85 








New Insurance with Income 





Continental Assurance Brings Out Series 
with Maturities at Ages 55, 
60 or 65 





A new series of policies, insurance to 
ages 55, 60 or 65, with retirement in- 
come, has been brought out by the Con- 
tinental Assurance of Chicago. These 
policies in units of $1,000 life insurance 
provide $10 a month income for life 
starting at the anniversary nearest ma- 
turity age with an annuity guaranteed 
for 100 months certain. If cash value 
at maturity is greater than $1,000 and 
during later policy years exceeds the 
initial insurance, this is the amount pay- 
able as a death benefit. 

Maturity values for all ages at issue 
are: Men—age 55, $1,630; age .60— 
$1,458; age 65—$1,297; women—age 55, 
$1,769; age 60—$1,595; age 65—$1.425. 


Offer Several Options 


There is an option for reduced amount 
of income commencing at certain ages 
prior to original maturity date, and also 
options permitting cash and paid up $1,- 
000 policy or a paid up life policy in 
much larger amount. Double indemnity 
and waiver of premium clauses may be 
written. 

Lower age limit is age 15 and upper 
limits are ages 50 for the policy matur- 
ing at 55, aged 55 for the 60 year plan 
and age 60 for the 65 year plan. Limit 
in amount is $50,000 on one or more of 
these plans on any one life. The con- 
tract will not be issued sub-standard to 
risks rated beyond table B, or more 
than $5 extra premium per $1,000, and 





Your Own General Agency 


IF YOU QUALIFY 


Inquire of 


UNITED STATES LIFE 


INSURANCE COMPANY 


101 Sth Ave. NEW YORK 











medical examination will be required. 
Premium rates are: 


Insurance Retirement Income for Men 
Income Starts 














Age At55 At60 <Até65 
| ee $24.19 $18.99 $15.63 
BD). ars-s6 sien elon nowt 25.14 19.6 16.09 
BS). Gis awinsaweGnme 26.17 20.32 16.58 
BES) “faisiniaiae sistas civats 27.25 21.05 17.08 
Rls sisi spalauicpes ieee te 28.39 21.83 17.61 
20 : 22.64 18.18 
21 é 23.50 18.77 
22 4 24.41 19.40 
23 ; 25.39 20.07 
24 26.42 20.77 
25 A 27.52 21.53 
26 : 28.69 22.33 
27 h 29.93 23.18 
28 f 31.26 4.09 
29 : 32.70 25.06 
30 ° 34.25 26.09 
31 7 35.90 27.19 
32 5 37.69 28.37 
33 i 39.62 29.63 
34 E 41.76 30.98 
35 5 44.14 32.44 
36 4 46.76 34.01 
37 ; 49.64 35.69 
38 : 52.74 37.50 
39 K 56.11 39.48 
40 92.6 59.78 41.70 
41 . 63.76 44.13 
42 ; 68.16 46.78 
43 4 73.05 49.68 
44 x 78.56 52.79 
45 £ 84.83 56.15 
BG \a.Gyscsaee assis 169.17 92.0 59.79 
eS 193.31 100.36 63.79 
es 34 - 224.13 110.22 68.25 
BD) Sci siewweiee coe 264.74 121.99 73.26 
50 820.97 136.18 78.94 
51 iste 153.50 85.44 
5 ges Sane eee 175.0 92.97 
5 Ser ee ee 202.49 101.81 
BED a yicteiowce siete 238.85 112.30 
DD 4isSisicw as cow ewes 289.11 124.93 
BBM circa pape cu wees eeee 140.36 
eee sine 159.54 
DS eine oe oe os op ea eS 183.95 
dager aegis a ors 216.11 
Peer rks neoee sues 260.48 


Northwestern Mutual Cuts 
Dividend Estimates 17.7% 





The revised dividend manual of the 
Northwestern Mutual on dividends pay- 
able in 1937 shows dividends under op- 
tion of settlement guaranteed at 3 per- 
cent rate will be based on rate of 3.5 
percent and funds retained by company 
under the option not subject to cash 
withdrawal at 3.75 percent. The past 
year option settlements were based on 
4.25 percent. 

Dividend allotments per $1,000 of par- 
ticipating insurance in force will be 
based for 1937 on an estimated average 
of $7.58, a reduction of 17.7 percent from 
the 1936 estimate of $9.21. The revision 
of the scale for 1937 reflects the belief 
of the management that the present low 





interest rates on invested assets may 





continue for several years, according to 
P. C. Evans, vice-president and actuary. 


Goes with Franklin Life 


S. S. Eckstone to Build Group of Pro- 
ducing Agents; Formerly 
with U. S. Life 








Sydney S. Eckstone has resigned as 
state manager of the United States Life 
with offices in Chicago to become as- 
sociated with the Franklin Life of 
Springfield, Ill, also at Chicago. He 
will build a group of producing agents 
in association with the F. J. Budinger 
organization, he said. He will have the 
title of unit manager. 

Mr. Eckstone ‘has been in life insur- 
ance sincce 1919, starting with the 
Equitable of New York. He has the 
unique record of having produced 68 
applications for a total of $264,00 in his 
first 26 days in the business. In his 
first 10 years his production averaged 
between $500,000 and $600,000. During 
the last eight years most of his time 
has been spent in organization work but 
at no time has his personal production 
been less than $200,000 per year. 

Mr. Eckstone was formerly a base- 
ball player in minor leagues. 

Russell Giffin, recently with the John 
Hancock in Aurora, has been appointed 
district manager for the Franklin Life 
at Aurora. He will be associated with 
the F. J. Budinger organization of Chi- 
cage and will assist in the development 
of the Fox River Valley territory. 


Claim Oregon Decision Is 
Not Annuity Tax Approval 





Due to wrong interpretation of a rul- 
ing by the Oregon supreme court, it 
was stated in the issue of Oct. 16 that 
the Oregon annuity tax had been up- 
held. R. R. Brown, vice-president and 
actuary of the Oregon Mutual Life, 
writes that this report, which also was 
sent out by the Associated Press, was 
entirely in error insofar as taxes on an- 
nuities and dividends are concerned. The 
case before the supreme court did not 
involve an annuity contract, but was one 
of the $1,050 contracts giving a guar- 
anteed return and having a cash value 
of $1,000. 

The court ruled that the dividends 
paid on this contract constituted inter- 
est, and therefore were taxable under 
the intangible tax of Oregon, Mr. 
Brown states. “Annuity payments in 
Oregon are not taxable until the total 
amount paid exceeds the purchase price. 
Neither does the decision apply to those 
combination contracts issued by some 
companies where a portion of the pur- 
chase price is used to buy a single pre- 
mium life contract and the balance used 
to buy an annuity contract, so that in 
the’ event of death the face amount ,of 
the life insurance policy becomes pay- 
able and the annuity is canceled—pro- 
vided the transaction has been consum- 
mated by the issuance of two separate 
contracts, one a life insurance policy 
and the other an annuity. In this case 
the laws governing the taxability of an- 
nuity payments and the taxability of 
dividends on life insurance policies are 
applied separately.” 


Federal Reserve Hearings 


Nov. 12, the date set by Federal Judge 
Pollock of Kansas City, Kan., for hear- 
ing of creditors on claims, also has been 
set as the date for hearing of the report 
of W. R. Baker, receiver, on the market 
value of the Federal Reserve Life’s as- 
sets. Occidental Life representatives 
and Mr. Baker will discuss the apprais- 
als and values before the court. 


Two Offices Are Established 


The Bankers Life of Nebraska has 
opened two new offices, at St. Joseph, 
Mo., and Cedar Rapids, Ia. W. A. 
Maxwell is general agent at St. Joseph 








and R. W. Hubbard general agent 
Cedar Rapids. Mr. Maxwell has ij 
15 years’ life insurance experience m 
Hubbard for six years was connects 
with a large eastern company, ’ 



















Ohio License Examinatio, 








Insurance Department Arranges j, 
Four More Cities Where Tests Wij 


Be Given Applicants 





At the meeting of the Ohio Agsgo¢i. 
tion of Insurance Agents in Coly 
last week Raymond Rhoads, assistan; t 
the insurance superintendent, _ state 
that owing to the increased number ;j 
applicants for licenses and the concep, 
tration at points already designate , 
examination centers, it has been decides 
to hold examinations hereafter in adj. 
tion at Steubenville, Akron, Lima ap 
Dayton. Mr. Rhoads stated that whe 
people take the examination they ae 
anxious to find out at once whether the 
have passed or not and where there a 
35 or 36 taking the examination, it j 
impossible to do the grading with ay 
dispatch. He stated that the ideal nuy- 
ber taking examination is from 12 to 4, 
Mr. Rhoads said that beginning thi 
month, applicants for life agencies vil 
have to be examined and that will cayy 
greater concentration and more work, 

He said that of the number applyixg 
for licenses about 93 pass. It is evident, 
he stated, that if persons fear they ca: 
not get through, they do not take th 
examination. He said that there is cor 
siderable pressure brought on part ¢ 
companies writing only health and ace: 
dent insurance against having appl: 
cants for their agents required to take 
the complete casualty examination, The 
department, however, feels that the lav 
is very just. If an agent seeks a lie 
agency license and that company write 
health and accident insurance, he is 1 
quired to take a full examination. If te 
writes only health and accident insu: 
ance for that company he is compelled 
to take the life insurance examination. 
If a company writes casualty, surety, 
accident and health, an applicant for: 
license with that company must take 
the examinations for all classes regar(- 
less of what he intends to write. A 
question was asked, if an agency desire: 
to broker health and accident with é 
life company, whether such can be dort 
unless the life examination was taker. 
Mr. Rhoads stated that it would be nec: 
essary to take the life insurance exam 
ination in order to broker the business 


Whitsitt Credit Men’s Adviser 


V. P. Whitsitt, manager Life Pres: 
dents Association, has been elected to 
the insurance advisory committee of tle 
National Association of Credit Men. 











Plan Chicago Program 
of Old-Time Speakers 


An unusual meeting is planned 
for Dec. 16 by the Chicago Asso- 
ciation of Life Underwriters—the 
program to be provided by a num- 
ber of Chicago life men who have 
spoken at National Association of 
Life Underwriters conventions in 
the last quarter century. This 
will be “All-Chicago Day” in the 
association. 

A list is being prepared of the 
Chicagoans who have addressed 
the National association since 
1910 and speakers will be selected 
from this list. They will review 
their talks delivered in the past, 
bringing them up to date. 

A special committee in charge 
of the meeting consists of L. S. 
Broaddus, Guardian Life, chait- 
man; F. G. Bray, New England 
Mutual; A. E. McKeough, Penn 
Mutual, and Sara Frances Jones, 
Equitable of New York. 
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NEW YORK, Nov. 5.—‘Selling the 


a ae Young Man,” “Selling Insurance as rs 
number ¢j Investment,” and “Prospecting Lg 
the concey.fam Reference Method,” were handle = 
signated aq brief talks by H. M. Faser, Ss 
een decidedfmm agent Penn Mutual Life, D. B. oo - 
ter in adja mat, Northwestern Mutual ( echt- 
Lima ani Kutcher), and F. M. Minninger, Jr., 
that whem assistant manager Murrell agency Con- 
n they are necticut General, at the November ar 
hether the:jaam ing of New York C. L. U. chapter. A 
€ there afm three speakers are members. 


Mr. Faser, one of the youngest gen- 


ation, it j i : 
ee eral agents in the business and who re- 


> with any : é : 
id ® cruits only men under 30, said that most 
cal nung ° ’ ; d yhen there 
M 12 to Jj young men, even. today wW 
nning this $0 much discussion about lack of op- 
encies yjify portunity for youth, are optimistic about 
Peat : 25, ] Itivates the 
will caus their futures. Mr. Faser cultiva 
re work pesuccess idea and then shows him how 
rt applvieit lle insurance fits into the successful 
T applying sf In fact, he said, it is a 
is eviden: fame Mans uture. n tact, he s p 
they cane Waste of time to try to sell the young 
t take thie man who doesn’t expect to be a success. 
“re 1S COMM Help Guard Against 
1 part ci Depressions in Future 
| and acc 
ing appl-f/ For the young man who is afraid that 
d to take a future depression may interfere with 
ation, The his saving plan, Mr. Faser has a pet 
it the lav answer: “Get the jump on the kick in 
eks a lit the pants.” He points out that by 
ny writs{™ starting this plan today he will be get- 
he is re( ting a reserve fund built up so that if 
on. If bef he does get a kick in the pants later on 
nt insu he can depend on this reserve to carry 
compel’ him over the period, but the longer he 
‘mination. / waits to start the fund, the less chance 
y, surety, he has of getting the jump. 
ant for @ “I always try to sell a young man on 
1ust take—M® the first interview,” said Mr. Faser. “A 
S regart-@ failure to close him on the first inter- 
write. AM view usually decreases the chances for 
'y desires fF ever closing to such an extent that in 
t with 2f most cases I tear up the card, for I 
be dont would rather spend my time on a fresh 
1s taken. JM prospect.” 
ay n& Agent Must Have Air 
© &Xal B of Success Before Prospect 
business 
_ Pointing out the importance of pres- 
? tige in dealing with young men, Mr. 
lviser Faser continued: 
e Press “Older men, because they have had 
ected tof ard knocks and have seen more of the 
e of the [ ‘ark side of life, will often do business 
Men. with a man just to help him out. Not 
so the young man. He wants to feel 
—= — that he is doing business with the best 
" in the field—in other words, a success. 
_ ‘For this reason I try to give every 
cers indication of being successful, I am 
always optimistic and to everyone but 
i myself, business is always great. Sev- 
ane eral times a year I get off, even if just 
"4 a week-end, on a trip to Bermuda, 
—the Maine, etc. I always send between 50 
ed and 100 cards of greetings because I 
wa want the young fellows receiving them 
sak to think, ‘Gee, Faser must be doing 
"his pretty well if he can take trips like this.’ 
a 7 this works, for just this year 
ave placed $75,000 of business on six 
- pared got in touch with me and 
ba is si at I handle their insurance. This 
on lee a rene for I certainly do not 
oa is I ec this about myself. The idea 
ne ne co my prospects to believe it 
ast; be value of the social security act 
rge a Osing retirement annuity and en- 
Fy, "ment cases was stressed by Mr. 
S. Fluegelman, 
a < oPea sument rests solely on the ba- 
nn [the pros ee dane said. “I point out to 
es, ity in sie that this is the one qual- 
; investment which he needs 





| More than any other 
> is : 





5 Every argument 
ased on this point, and I revert to 












it at every opportunity. I find that the 
social security act is a great advantage 
in helping me to close. 

“Regardless of whether you or I be- 
lieve that the social security act as at 
present constituted is sound or not, 
there is no question that the theory be- 
hind it is sound. I point out to the 
prospects that the government is advo- 
cating security in old age, but that the 
government plan will offer them only a 
fractional part of what they will need. 
Consequently it is imperative for them 
to make deposits which will increase the 
return offered by the government to an 
amount which will give them the actual 
security and enjoyment which they de- 
sire in their retirement years.” 


Can Ask Prospect for 
Friends’ Names as Leads 


Hints on how to get references even 
on prospects from whom the agent has 
called on for the first time and has been 
unable to sell were given by Mr. Min- 
inger. 

“What can you lose,” he said, “by say- 
ing, ‘You like the ideas I have given 
you, don’t you, Mr. Thomas? In lay- 
ing my plans I want to confine my 
work to people who are succeeding. 
Naturally I am looking for people who 





are earning a reasonable income and 
are able to save a small amount regu- 
larly. I hope you will assist me in giv- 
ing me the names of people you know 
and also a little information about them. 

“*Here is something which might as- 
sist you in thinking of people you know 
to whom I might offer my services. For 
example, do you know anyone who has 
recently taken a new job, had a new 
baby, recently moved to New York? 
Anyone who is to receive a bonus the 
first of the year?’ There are only two 
objections he can make: ‘I’d never send 
an insurance man to any of my friends,’ 
or ‘I can’t think of anyone.’ ” 

Mr. Minninger then goes on to ex- 
plain his procedure, pointing out to the 
prospect that his friends would get the 
same treatment that he did; and “You 
haven’t resented my talking with you, 
have you, Mr. Thomas?” From there 
he swings the conversation back to pos- 
sible types of prospects. If he still 
balks, go on to the next prospect, Mr. 
Minninger advised. 

For the man who can’t think of any- 
one, failure to use the known methods 
of memory jogging is costing agents 
money every day, Mr. Minninger de- 
clared. These include the application and 
medical, which gives the name of the 
applicant’s relative and sometimes his 
doctor; geographical ’phone books give 
names of his neighbors; his college di- 
rectory will yield local classmates; 
names of other members of his firm and 
in competing firms and in his club will 
give the client scant excuse for saying 
—— think of anyone, Mr. Minninger 
said. 





Keep Prospects Diversified, Says 
Agent Who Learned Why 





NEW YORK, Nov. 5.—Getting busi- 
ness solely from clients engaged in one 
line of work has definite advantages, but 
it also has some pronounced drawbacks 
when that particular type of activity hits 
a slump. Returning prosperity is quite 
likely to make many agents forget the 
desirability of diversification in pros- 
pecting. 

Perhaps the most outstanding exam- 
ple of this sort of thing was Wall Street. 
Until October, 1929, Wall Street men 
were excellent prospects and bought in- 
surance readily and in large amounts. 
Then agents who had done business 
solely in the New York financial district 
found the ground yanked out from un- 
der them. When Wall Street people 
said they couldn’t afford to buy any 
more insurance, they were not fooling. 
They didn’t even have to say they 
couldn’t afford more. The agent knew 
it without being told. 


Avoids Specialization Lure 


One of those who is firmly resolved 
not to let himself get snared by the lure 
of overspecialization is E. Morse Merri- 
hew, one of the leading producers of 
the Harry Gardiner agency of the John 
Hancock Mutual Life. Up to the time 
of the 1929 crash, Mr. Merrihew spent 
95 percent of his time in the Wall Street 
district. His entire field of operation 
covered four or five blocks. Then came 
the stock market crash and the end of 


good times in Wall Street. Salaries 
were cut 30, 40, 50 percent. 
Mr. Merrihew’s recent sales defy 


classification into any definite field of 
business. His recent buyers are in such 
fields as public utilities, wholesale hard- 
ware, department stores, silk firms, office 
equipment, building business, banking, 
newspaper publishing, copper mining, 
lumber business, wholesale drugs. 

He freely admits that it was no easy 
job to change from working in a highly 








specialized field to the process of diver- 
sifying. So far his diversifying has been 
without any definite plan except not to 
seek prospects to too great an extent 
in any one line of business. Mr. Merri- 
hew believes that a plan of diversifica- 
tion could be worked out by selecting 
certain fields of business which presum- 
ably would not be affected by each 
other’s misfortunes, in this way getting 
the advantage of operating in a familiar 
field and yet not being subject to the 
ups and downs of any single line of 
activity. 


Reliance Life in Changes 


R. P. Fraser, assistant manager of 
the Reliance Life’s Georgia depart- 
ment, has been appointed Atlanta man- 
ager. U. H. MHangartner, formerly 
western Pennsylvania field manager be- 
comes assistant manager D. H. McGee 
of Uniontown, Pa., and has been placed 
in charge of the northern division in the 
western Pennsylvania department. Phil- 
lip Kessler, McKeesport, takes charge 
of the southern division. 


Ohio Federation Additions 


The Insurance Federation of Ohio 
has just added a number of new mem- 
bers to its executive committee, They 
are C. Vivian Anderson, Provident Mu- 
tual, Cincinnati; H. S. Martin, Toledo, 
president Ohio Association of Insur- 
ance Agents; J. Boyd Davis, Penn Mu- 
tual, Columbus, and T. Appleby, 
president Ohio National Life, Cincin- 
nati. J. S. Drewry, Mutual Benefit 
Life, Cincinnati, is president of the In- 
surance Federation. 


Miss Mary Logan, secretary for sev- 
eral years to H. B. orell, Michigan 
deputy commissioner, was married to 
Lyman D, Fuller. 











ALES IDEA 


OF THE WEEK 





OBJECTIVES OF THE SALE 


Carroll C. Day, Pacific Mutual Life 
general agent at Oklahoma City, at a 
meeting ot the Life Underwriters Asso- 
ciation of Los Angeles, outlined “The 
Fundamentals of Selling.’ The objec- 
tives of the sale should be: 1. The ap- 
proach to consideration of the subject. 
2. Qualification of the prospect as to his 
need, his responsibility to the need and 
his capacity to buy. 3. Identification of 
the prospect’s problem around which 
the sale is built. 4. Fix the identified 
problem on the prospect as the central 
figure. 5. Offer the solution to the fixed 
problem to the prospect by offering at 
this time specific merchandise as the one 
best answer. 6. The close, which, Mr. 
Day remarked, is where salesmen fail. 
lf the salesman does not close the case 
on his first attempt he should then go 
back and fix the problem clearly before 
the prospect, reidentifying important 
points, and then try to close again, re- 
peating the dosage if necessary. 

* * x 
FUNCTIONS OF LIFE INSURANCE 


Speaking before the San Antonio Ki- 
wanis Club, Matthew Brown, president 
San Antonio Association of Life Under- 
writers, discussed “Life insurance from 
the buyers’ point of view.” This was the 
first of a series of lectures launched by 
the San Antonio association. 

Life insurance was described by Presi- 
dent Brown as the most potent instru- 
mentality available for use in salvaging 
the unused portion of a person’s life. 
It is the only thing, he said, that can 
be employed to properly project one’s 
earning power into the future irrespec- 
tive of whether the individual lives or 
not. The main functions of life insur- 
ance are: (1) Clean-up fund, (2) family 
income continuance, and (3) retirement 
income. 

Mr. Brown explained the beneficiary’s 
privileges under installment settlement 
options. Under the laws of Texas, he 
said, life insurance proceeds, payable 
in a lump sum, can be attached for the 
debts of the beneficiary. This can be 
avoided through the use of the income 
settlement options. 


* * * 
PROMOTION SUGGESTIONS 


Knowledge of economic conditions 
and the buying habits of prospects is 
necessary in planning sales promotion, 
said E. S. Banks, insurance journalist, 
at the Philadelphia Accident & Health 
Club’s meeting. Careful buying is char- 
acteristic of the public today and the 
average man is shopping to obtain the 
most that he can for his money. From 
past experience people realize the value 


| of their jobs and know that they must 


protect them. It is vital for the aver- 
age man and woman today that the pay 
check be insured, Mr. Banks declared. 

Mr. Banks recommended direct mail 
advertising as the most satisfactory 
sales promotion medium for accident 
men and suggested a plan of sending 
out 10 letters a day to prospects. If 
there is no reply after three days a 
telephone call should be made asking 
for an interview. When he gets his 
mail work well under way the agent 
can reduce the number of letters to 20 
a week. In considering direct mail ad- 
vertising the agent should always re- 
member that it does not sell by itself 
nor will it bring a large percentage of 
direct return. Every letter must be fol- 
lowed up. Direct mail advertising must 
be consistent and be continued for at 
least several months in order to get full 
value in returns. 
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Still Drag Along Pacific Mutual 


(CONTINUED FROM PAGE 3) 





Commissioner Carpenter completed his 
testimony: 
Under the Giannini plan, all A. & H. 
business, including most cases, would 
-go to a separate company over which 
the commissioner would have no control 
save supervisory as commissioner; un- 
der his plan he knows what the A. & H. 
reserves are, but does not know what 
they would be under the Giannini plan; 
that while mutualization could be initi- 
ated only .by participating policyholders, 
non-participating policyholders have the 
right to vote on it; his plan protects all 
life policyholders against liens. 


Scope of Breiby Testimony 


Mr. Breiby’s testimony, which he said 
was based on study of old company’s 
books and records, was largely a pro- 
jection of the new company’s business 
for the 15-year period 1936-1951, and 
which summarized, was that, under the 
Carpenter plan the projected earnings 
and lower cost of operations would re- 
sult in 104.6 percent of the sum required 
fully to restore non-cans, both future 
and retroactive; that the participating 
business on the books July 22, 1936, was 
$420,425,000 and the projection at the 
close of 1951, it would be $800,000,000, 
which equals the high water mark 
achieved in 1923; that the initial lapse 
ratio of new company would be 10 per- 
cent above normal. 


Would Not Strike Out Testimony 


An attempt was made to strike out 
Actuary Breiby’s testimony from the 
record but the court denied the motion. 
The point was made by the protestors 
that the testimony was offered with- 
out foundation. He then continued stat- 
ing that all his figures had been pre- 
pared from company documents. He 
testified that the accident and health 
department operated in four divisions, 
non-cancellable, life, commercial and 
railroad. 

William Breiby, New York actuary, 
has been on the stand and-testified that 
his examination of the business showed 
the participating department decreased 
from Dec. 31, 1935, to July 22, 1936, and 
non-participating gained. He said that 
the old company acquisition cost was 
excessive but that decided savings in 
operating costs had been effected in the 
last 18 months, with still more in pros- 





pect. He found that average interest 
earnings last year were 4.56 percent. He 
gave it as his opinion that the dividends 
paid participating policyholders during 
the last three years were lower than was 
wise. 

Mr. Breiby said that he had reviewed 
the entire situation endeavoring to learn 
when the non-can policyholders can ex- 
pect full restoration. He projected the 
initial lapse ratio of the new company 
to be 10 percent in excess of normal, 
because of the disturbed condition, and 
said that his projection of the business 
provided for dividends to participating 
policyholders 50 percent higher than 
those paid in the last three years. 

Insurance Commissioners Boney of 
North Carolina, Yetka of Minnesota 
and Biel of New Mexico, and Attorney 
Hazelgrove, representing 400 non-can- 
cellable policyholders from Roanoke, 
Va., filed in court letters approving the 
Occidental Life plan rather than Com- 
missioner Carpenter’s plan. 


Farther Figures Given 


Actuary Breiby further stated that his 
projections showed that in the period 
from 1937 to 1951 there would be cumu- 
latively available $19,384,000 for non- 
cancellable policyholders and at the end 
of that period the funds in hand would 
be 4.6 percent in excess of the amount 
necessary to fully restore non-cancell- 
able policyholders, both present and 
retroactively. 

In the life division the premium in- 
come in relation to total insurance in 
force was $1.50 per thousand. Under 
Commissioner Carpenter’s plan all prof- 
its from the accident and health depart- 
ment go to restoration of the non-can- 
cellable. Mr. Breiby’s projection of 
total life insurance in force in 1937 
would be $617,000,000, decreasing to 
$593,000,000 in 1940, and then increas- 
ing to $793,000,000 in 1951. He said that 
the low benefit rates provided in the 
commissioner’s plan for non-cancellable 
insurance would tend to reduce claims. 

Judge Willis gave a distinct warning 
that he would tolerate no interference 
with his program in the hearings by at- 
tempts to influence his decision follow- 
ing the receipt of a telegram from W. R. 
Letche, general agent of the company 
at Tampa, Fla., in which he urged 
speedy closing of the hearing and ap- 
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proval of Commissioner Carpenter’s re- 
habilitation plan. 

Mr. Breiby approved use of 1937 
profits for non-can claims of that year. 


Reviews Situation 


Mr. Breiby, who is a member of the 
New York City actuarial firm of Fack- 
ley & Breiby specified that as of July 22 
last, $5,084,000 reserves were available 
for active non-can policyholders, that 
an unfavorable experience, such as the 
company never has had, still would per- 
mit of paying the guaranteed benefits 
set up in Commissioner Carpenter’s 
plan; that non-can policyholders were 
prone to make claims as they grow 
older; no evidence was available to show 
that periods of stress increased the claim 
rate, but that such would be a logical 
assumption; that the company’s experi- 
ence showed 43 out of every 10,000 non- 
can policyholders at age 20 made claims, 
with the ratio steadily going upward 
until it reached 520 at age 65. 

Commissioner Carpenter was sub- 
poenaed by the Los Angeles county 
grand jury to testify in a probe of Pa- 
cific Mutual fiscal matters. 





Foresight Is Theme 
of Life Presidents 


(CONTINUED FROM PAGE 1) 


“Thus, in a very real sense, life in- 
surance is a measure of individual fore- 
sight. Data now being assembled will 
make possible the presentation to the 
convention of reports demonstrating 
how this fundamental quality, as it is 
revealed by life insurance indices, pre- 
vails in the nation, and the benefits 
which may be attributed to it.” 

Life insurance investments and their 
part in materializing American foresight 
will be discussed and current trends in 
that field analyzed. Avenues of oppor- 
tunity opened to Americans through life 
insurance, and achievements through 
that medium, will be the subject of a 
special address. Mortality experience 
during the year will be presented in a 
discussion bearing upon national health. 
Another address will be devoted to 
agency activities and the work of the 
field forces in fostering individual fore- 
sight. 





Draw on Other Fields 


“So closely are the aims and work of 
life insurance woven into the human 
hopes and aspirations of America that 
any study of its functions invites con- 
sideration of the contributions of other 
fields,” the Life Presidents Association 
states. “Representatives of other influ- 
ential spheres, coming from different 
parts of the country and having a wide 
range of experience in their various ac- 
tivities, will join in the discussions.” 

The tentative program includes a 

message from Canada brought by an 
eminent citizen, and a talk on “Insur- 
ance Supervision” by Director Ernest 
Palmer of Illinois, president National 
Association of Insurance Commission- 
ers. 
Morning and afternoon sessions will 
be held in the Astor gallery on the third 
floor, informal luncheons to be served 
between sessions each day in an adjoin- 
‘ng room. Announcement of names of 
the speakers and topics will be made 
soon. 


See Modifications of U. S. 
Social Security Plan Soon 





(CONTINUED FROM PAGE 1) 


also a strong possibility that with the 
reserve requirements cut, it will be pos- 
sible to reduce the scale of contribu- 
tions from employers and employes so 
that instead of the tax for old age se- 
curity leveling off at 6 percent of pay- 
rolls, it would be about 4 percent. 

Another strong possibility is that 





payment of benefits under the old age 





———=—=—=—_ 
plan will begin much sooner than jo» 

Once the theory of building g hel 
reserve is abandoned there js no ee 
ticular point in waiting that long ; 

The fate of the unemployment jng 
ance end of the social security progran 
though it operates through the state 
is still closely tied up with the attitui 
of the federal governmen. A Repub 
lican victory would probably hay, 
meant the collapse of- the unemploy. 
ment insurance program. No great 
amount of enthusiasm for unemploy. 
ment insurance has been observed 1 
any of the state legislatures. ' 

With the exception of New York 
state, all the state unemployment te 
serve laws have a provision that the, 
existence 1s contingent upon the federal 
unemployment insurance law being heli 
constitutional. This situation indicat 
clearly the attitude of the varioys state 
legislatures where unemployment coy. 
pensation laws have been enacted, Thy 
only technical exceptions, besides Ney 
York, to this united front of oppositioy 
is Massachusetts, which makes its lays 
contingent upon similar laws being i 
force in 11 other specified states, anj 
Wisconsin, where the law is not alto. 
gether clear on this point. 


Enacted to Share Benefits 






It is obvious that practically all the 
laws were enacted with the sole purpose 
of getting back from the federal govern: 
ment the unemployment reserve tax in 
which the states would otherwise no 
share. Failure of the federal social ¢. 
curity plan, either through repeal of 
the law by Congress or by being heli 
unconstitutional by the United State 
supreme Court would put the whol 
burden of unemployment _ insurance 
yack in the laps of the states. Their 
somewhat grudging attitude toward thi 
sort of legislation indicates that. they 
vould probably either abandon it com. 
pletely or else modify its provision 
practically to the zero point. 


Reeder Heads Tri-Company Clb 


J. D. Reeder was reelected president 
of the Fox River Valley Insurance Club 
at the annual meeting in Appleton, Wis 
This is composed of employes of the 
Aid Association for Lutherans, Equits 
ble Reserve Association and Wisconsia 
National Life. Allen Eastlack is vice: 
president and Mrs. Oma Harder is set: 
retary. There was a discussion led by 
Mr. Reeder on mortality investigation. At 
the next meeting in Oshkosh, Nov. 10, 
there will be a discussion on claims led 
by G. A. L’Estrange, head of the acc: 
dent and health department of Wiscot- 
sin National. 
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‘ the State, ___—— 

€ attitude 

A Repl Undue Influence Not Exerted 

bably hay aon 

” Replay Court Finds Against the Wife, Who 
unentied Contended Another Was Improperly 

observed jp Named Beneficiary 

‘New York ; ; ; = 
: sversing a lower court decision, 

oyment t.. wn supreme judicial court, in Good- 

Pee. ale vs. Wilson et al. has delivered the 

the fede opinion that the insured in changing the 

y being he beneficiary had not been subject to “un- 


On indicates 
‘ATIOUS state 
yment com. 


due influence.” ; ; 
Goodale was the insured. His wife 


was named beneficiary. Later he sub- 


acted. The stituted Viola Wilson as beneficiary and 
esides Ney he died a year later. The insured was 
: OPPosition Ml 49 years of age and his wife 29 at the 
Kes its laws time of his marriage. It was a forced 
vs being inf warriage, since a daughter had been 
States, an born to them three weeks previously. 


‘S not alt ‘The policy was taken out at the sug- 
gestion of the insured’s father, who paid 
: niums. 

er Goodale met Viola Wilson, he 
insisted that his wife obtain a divorce. 
She started divorce proceedings, but the 
case was continued term after term. The 


nefits 

ally all the 
ole purpose 
ral govern. 


——s insured died in an alcoholic fit. Equita- 
\erWise NOME ite Life of New York was the insurer. 
1 social a The higher court concluded that the 
repeal of insured, possessed of sufficient mental 
being hel capacity, understandingly exercised his 
ited State own will without undue influence when 
the whol ie made the change of beneficiary. It 
insurance i; not in the record to show that Miss 
tes. Ther Wilson did anything, directly or indi- 
toward thi rectly, to procure the changes. Miss 
that the Wilson had accidental knowledge of the 
on it com existence of the policy about six weeks 


Provisions HF before the change. At least six months 
before that, Goodale had told his wife 


that he wanted to make the change. 





any Club He consulted counsel and had several 
‘ interviews with the insurance agent. A 
| president doctor testified that the use of liquor 
ance Club would make Goodale more obstinate and 
leton, Wis more likely to do that which he wanted 
es of tht to do, uninfluenced by anybody. At the 
is, Equi HF time he signed the request for change of 
Wisconsit i beneficiary, he said as soon as he got a 
‘k is vic MF divorce, he would marry Miss Wilson. 
der is oe Mrs. Goodale claims she had an 
ion led by equitable right, based on a contract be- 
gation. ANH tween the father and son, providing for 
» Nov. 1% the issue of the policy with her as bene- 
claims led ficiary. The court found otherwise. 
F the acc 
f Wiscon- 


Distinction Made As to 
“Intentionally Inflicted” 





In connection with a policy excluding 
liability for injuries intentionally inflict- 
ed on the assured by himself, or by 
other persons, Oklahoma supreme court 
distinguishes between the intention to 
inflict injury and the intention to strike 
a blow, without the intention of inflict- 
ing injury. Judgment was against the 
insurer. The case was Mid-Continent 
Life vs. Dunnington, Admnr. 

Meng, the assured, gave a party one 
night, at which drinks were served. 
When the guests were leaving, Meng, 
ina moment of exuberation, tweaked the 
nose of one Deal. The latter resented 
this and struck his host in the eye. 
Within a few days Meng lost his vision. 

The insurer contended that the loss 
of vision was not accidental, because 
Meng intentionally tweaked Deal’s nose 
and Deal intentionally struck Meng. But 
neither of them, according to the court, 
mtended blindness should result. 

he insurer also contended _ that 
Meng’s injury resulted from a violation 
of the law by him, an assault upon Deal, 
which is specifically excepted from the 
benefits of the policy. The court stated 
that a technical trespass upon, or assault 
upon the body of Deal, was committed 
by Meng. That there was no criminal 
tent is equally clear. The court de- 
clines to hold horseplay, even in a state 
. Partial intoxication, to be a crime for 
€ purpose of construing the provisions 
of an insurance policy. 
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Slays Wife, Seeks to Collect 


Possibility Exists of Husband Collecting 
Proceeds of Policy If Homicide 
Falls Short of Murder 








The possibility of a holding that the 
beneficiary who kills an assured may 
nevertheless recover the policy pro- 
ceeds is indicated in the decision of the 
Massachusetts supreme judicial court in 
Garbed Der Minasian vs. Aetna Life. 

The settled law is that a mentally re- 
sponsible person who commits mur- 
der loses all rights to proceeds of the 
policy on the life of the person mur- 
dered. 

‘The present case presents the prob- 
lem whether that doctrine extends to 


cases of unlawful homicide falling 
short of murder. 
The wife was the insured. She died 


from bullet wounds inflicted by a re- 
volver in the hands of Garbed Der 
Minasian. He was indicted for mur- 
der, entered a plea of guilty to so much 
of the indictment as charged man- 
slaughter, and was sentenced to prison. 
At the trial of the action to recover the 
policy proceeds, Der Minasian testified 
that the revolver was discharged with- 
out intention on his part, during a 
struggle with his wife for its posses- 
sion. He offered expert evidence to 
prove that at the time of the shooting 
he was in such a mental condition that 
he could not distinguish right from 
wrong and he offered also his own tes- 
timony to prove that his plea of guilty 
to manslaughter was due to the advice 
of counsel and not to a belief in his 
own guilt. The trial judge excluded 
this evidence and directed a verdict for 
Aetna Life. 

Supreme judicial court held that, tak- 
ing the plea of guilty as an admission, 
the plea, for the purposes of the pres- 
ent case, is only evidence of guilt. It 
is not conclusive and Der Minasian has 
shown his reasons for entering the plea. 
whereby it may appear consistent with 
actual innocence. 

A defendant convicted of crime is en- 
titled to retry the question whether he 
actually committed the crime, when that 





issue arises in a civil proceeding in 


which the commonwealth is not a party, 
and the criminal judgment is not even 
evidence against him on the merits of 
the case. Assuming that Der Minasian 
cannot deny in this action that he killed 
his wife by criminal conduct amount- 
ing to manslaughter, that does not 
necessarily settle the question of his 
right to recover. If he could be al- 
lowed to recover on any conceivable 
state of facts constituting manslaughter, 
which could be tound upon his testi- 
mony, there was error in directing a 
verdict for Aetna Life. He is the bene- 
ficiary and as such has a property right 
in the policy upon the life of his wife. 
The question is whether public policy 
requires that he be deprived of the 
property right. The majority of the 
courts are of the opinion that the rule 
established in Slocum vs. Metropolitan 
Life (1923) 245 Mass. 565, 139, N. E. 
816, does not apply to manslaughter 
where there was no intentional injuries 
of a kind likely to cause death. 


Allows Contest to Be Made 








Insurer, Tricked into Delaying Action 
Until End of Contestable Period, 


Gains Decision 





The Metropolitan Life was given per- 
mission by the New York court of ap- 
peals to set up the defense of invalidity 
of the policy despite the fact that the 
company actually filed a motion, setting 
up such a defense, one week after the 


two-year incontestable clause period 
had run. The case was Romano vs. 
Metropolitan. 


The policy was dated Jan. 25, 1933. 
The assured died May 22, 1934. When 
Metropolitan denied liability, the bene- 
ficiary brought action to recover. The 
Metropolitan alleged in its answer that 
the policy was procured by fraud. The 
answer was stricken out and summary 
judgment granted in favor of the bene- 
ficiary. 

The action for recovery was begun 
Aug. 15, 1934, by service of a summons 
upon which appeared the endorsement, 
“Action to recover on policy 8132673- 
A.” At that time more than five months 
remained during which Metropolitan 





| Court Goes Whole Way for Beneficiary 





In a case involving not only the ques- 
tion of waiver of disability clause, but 
the double indemnity provision as well, 
Oklahoma supreme court has upheld the 
judgment of the lower court for the 
beneficiary. The case was New York 
Life vs. Riggins. 

The assured died May 7, 1931. Pre- 
miums falling due the previous Decem- 
ber had not been paid. 

The beneficiary set up the theory that 

the insured became totally and perma- 
nently disabled more than three months 
before the premium paying date and 
pointed out that New York Life had 
agreed to waive premiums in the event 
of total disability which had continu- 
ously existed for more than three 
months, provided proof should be made 
within six months subsequent to de- 
fault. ‘ 
Proof of disability was delivered to 
the agent within six months from the 
due date of the premiums, but these affi- 
davits were not received by the home 
office until a time less than six months 
from the due date. 

The act of the agent in receiving 
proof, the court held, was binding on 
the company even though in excess of 
his actual authority, since the limitations 
upon the actual authority of the agent 
was not known to the party dealing with 
him. 





The evidence, according to the court, 


is ample to establish that the insured 
was from Sept. 1, 1930, until his death 
totally incapacitated for the perform- 
ance of any work. The beneficiary con- 
ceded that the total disability resulted 
irom the constant excessive use of 
liquor. The court held that the disa- 
bility was not self inflicted within the 
exclusion clause of the policy, inasmuch 
as although the assured intended to 
drink the liquor, he did not intend to 
bring about chronic alcoholism resulting 
in partial brain destruction. 

On May 4, 1931, the insured took 
some bromidia, which produced bro- 
midia poisoning. He was taken to a 
hospital where on May 7 he was found 
lying in a bathtub with the hot water 
faucet open and the hot water running 
over his face. 


The beneficiary on that account 
sought to, recover double indemnity 
benefits. 


The higher court said it is apparent 
that there is an element of speculation 
in the cause of death which is beyond 
the human power to eliminate. It is 
reasonable to assume, according to the 
court, that the insured did not inten- 
tionally lie down in the bath tub under 
a faucet from which boiling water was 
pouring. The court stated it is unable 
to say that the jury arrived at an er- 
roneous conclusion concerning the acci- 
dental nature of the death. 








Union Group Policy Not 
Reinstated, Court Holds 








The American National of Galveston 
has been absolved of liability by the 
Arkansas supreme court under a certifi- 
cate and a group policy covering mem- 
bers of International Brotherhood of 
Boilermakers, Iron Shipbuilders & Help- 
ers of America. ‘he case was American 
National vs. Ambort. 

Ambort was a member of the union 
and his last premium was paid March 
31, 1934. For six months thereafter Am- 
bort was not employed at his craft. He 
was given a withdrawal card. He was 
shot Sept. 21, 1934, and died Sept. 30. 
The morning after he was shot a friend 
applied to Gibson, secretary of the local 
lodge of the union, for Ambort’s rein- 
statement and was advised that $3.75 
was required and would effect reinstate- 
ment of Ambort as holder of certificate 
of insurance. That sum was paid by 
Gibson, who remitted it to Scott, na- 
tional secretary of the brotherhood. 


Automatically Ceased 


The supreme court held that since 
Ambort had voluntarily terminated his 
relations with and membership in the 
brotherhood, his insurance automatically 
ceased. He might have continued his in- 
surance by the monthly payment of 
$1.50. He was never reinstated as a 
member and never made any effort to 
be reinstated. Gibson had no connection 
with the American National and was not 
its agent. He did have authority to col- 
lect dues and assessments from local 
members and to make remittances 
through the brotherhood. But he had 
no authority to make payments for per- 
sons who were not members of the 
brotherhood. 








might contest the validity of the policy 
on the ground of fraud. It could not 
serve an answer at that time because 
no complaint had yet been served. It 
could not bring an action in equity to 
rescind the policy, while the action at 
law upon the policy was pending, if it 
“had opportunity in that action at law, 
and before the policy by its terms be- 
came incontestable, to contest its liabil- 
ity.” 

The Metropolitan appeared on Sept. 
4, 1934, and served “a written demand 
for copy of the complaint.” The Metro- 
politan’s attorney thereafter granted 
successive requests to the beneficiary's 
attorney for extension of time to serve 
the complaint. It was not served until 
Feb. 1, 1935, one week after the policy 
‘Yecame incontestable. 


Should Relieve Insurer 


The New York court of appeals 
stated that it does not say that the at- 
torney for the beneficiary intended by 
his request for extensions of time to lay 
a trap for the insurer; it does say that 
when the extension of a courtesy proves 
a trap which results in the unintended 
loss of substantial rights, the court 
should relieve the insurer from the con- 
sequences. The insurance company was 
misled to its own harm by the requests 
for an extension. The beneficiary has 
obtained an unintended and unjust bene- 
fit. A party may not, even innocently, 
mislead an opponent and then claim the 
yenefit of his disception. 
































SHOULD AN AGENCY BE WELL EQUIPPED? 


Reference Work 


An Agency should have at least one copy of all reputable Life 
Insurance Selling Services for reference purposes. A lawyer would 
not think of operating an office without Blackstone. 


Attract Agents 


Prospective Agents are more readily attracted to the better 
equipped offices. 


Help Agents 
Many Agents have been pulled out of a slump by a re-study of the 
fundamental principles of some part of the selling job. See the 
new “Problem Index”, now furnished with the Salesmanship Sec- 
tion of The Diamond Life Bulletins, which will assist in diagnosing 
selling weaknesses. 


Sales Talks 


Tested sales talks for every “need” will be found in the seven 
volumes of accumulated Files. New canvasses appear in the 
Monthly Supplements as they come to our attention. 


Sales Plans 


Most of the workable Sales Plans will be found in these Files 
which we have been accumulating and revising for 16 years. 


Tax and Business 
Insurance 


Agents specializing in the higher branches of Life Underwriting, 
such as Income and Inheritance Taxes, both Federal and State; 
Estate and Gift Taxes; Wills and Business Insurance can find 
valuable help in referring to these special Sections. Our recently 
revised Section on “Sole Proprietorship Insurance” is the most 
comprehensive treatment of the subject yet published. The Sec- 
tion on “Partnership Insurance” is now under revision. 


Training Booklets 


General Agents and Managers have found our new “highlighting” 
booklets useful in training new men and in stimulating established 
Agents. These attractive pocket-size booklets cover the subjects of 
“Life Insurance Situations”, “Prospecting”, “The Approach”, “Life 
Insurance Property” and “The Term Insurance Fallacy”. Other 
booklets will follow from time to time. 


Text Booklets 


Our booklets “Life Insurance and Federal Tax Laws” and “Reduc- 
ing Your Taxes” which have been published now for five con- 
secutive years, are enjoying a wider use each year. 


The Cost of Equipping an Agency is comparatively small when spread over a term of months 


SALESMANSHIP SECTION 


$4 A MONTH THE FIRST YEAR 
$2 A MONTH THEREAFTER 
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